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Getting Away From Competition 


Why Opening “Just Another Shoe Store” Brings 


HE shoe business 
cannot be stand- 
ardized. Shoe 
stores cannot op- 
erate on a cut- 
and-dried plan. 
There is too 
much _ competi- 
tion along lines 
of “follow the 
leader.” Indi- 

' viduality and 

real service to the public is the 

only surety of success today. 

Everyone concedes that there are 
too many shoe stores, shoe stocks, 
shoe concessions, johnny-jump-ups 
and too much sameness in the busi- 
ness. 

The average man, when he con- 
siders opening a shoe store, looks 
around for a pattern to fol- 








a Shoe Man Into an Overcrowded Field 





with an imitation. Here is an ex- 
ample: 

Three young salesmen, success- 
ful and popular, were persuaded 
that their individuality and popu- 
larity were sufficient to justify 
them in opening a de luxe shop. 
They easily secured a line of credit 
and opened up a very handsome 
place in the best retail district. 
Soon they learned that too many 
stars on a team was not so good. 
They disagreed and split off. Each 
of the individuals opened a shop 
of his own. That added three more 
shoe stores to the already over- 
crowded condition. 

These young men had all been 
employed in the same store, pre- 
viously, serving the same clientele. 
Their patronage had to come from 


that same source. Not only were 
they competing with each other 
but also with the parent store. A 
patronage that had been devoted to 
one store was now split four ways. 
Worst of all, each of the competi- 
tors, for such they now were, pro- 
ceded to operate along the identi- 
cal lines of the parent store. They 
knew no other method. The stores 
were all alike. The styles were the 
same. The displays were almost 
identical. The patrons who for- 
merly flocked to one store were 
now divided in their interest among 
four attractions. The result was 
inevitable. The end was in sight 
from the very first. Failure! 

The parent store goes along as 
before, gaining back the patrons 
lost to the individuals. The indi- 

viduals are again employed, 




















low instead of originating, 
specializing, doing some- 
thing radically different. He 
looks over the field and 
says: “This $.85 game looks 
pretty good. I guess [I'll 
tackle that.” And he opens 
“just another shoe store.” 
Or else he decides to open a 
“parlor” and sell the so- 
called “exclusive trade.” Per- 
haps he thinks there is a 
barrel of money in one of 
those de luxe affairs that 
seem to be growing like 
mushrooms all over the land- 





scape. 
Instead of getting out of 
competition, with a new 


New Worlds to Conquer in the 


Shoe Field 


Here’s the author’s advice: 
If you contemplate opening a shoe store, 
look around first and don’t open just an- 
other store in a community which already 
has plenty of them. 
field and enter it with the firm determina- 
tion to cover that one field thoroughly. 
How about specializing on shoes for 
the elderly, for the aged, shoes for the 
very young, shoes for misses, shoes for 
sport occasions, etc. 
These are fields which, generally speak- 
ing, are not overcrowded. Why not look 
into them? 


Pick out a limited 


sadder, but, it is hoped, 
wiser men. 

How different it might 
have been. Had these young- 
sters had the imagination, or 
had they sought the advice 
of experienced merchants, or 
had they put in some real 
thinking on the matter, they 
could have foretold the re- 
sult. But, they blindly fol- 
lowed the leader. If one of 
them had started operations 
along entirely different lines, 
say a specialty shop that 
catered to misses and chil- 
dren, had the other estab- 
lished himself as a purveyor 
to the matrons’ trade, and 
the other found his way into 











idea, he steps right into it 
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the hearts of.the elderly, all might 
have made a go of it. 

This is an age of specialization 
and the man who develops a shop 
that serves a special class in an un- 
usual way will meet success. The 
man who trails along in the herd 
will surely find hard going. 


ERE is another instance of 

“just another shoe store.” A 
beautiful shop was opened to sell 
the men’s trade. No expense was 
spared in fitting up a store that 
was as different from all oth- 
ers as could be imagined. .Men 
came and looked. When they 
saw the shoes they went 
away. It was only another 
shoe store where men’s shoes 
were sold at popular prices. 
There was nothing out of 
the ordinary about those 
shoes. They looked just like 
all other men’s shoes. There 
was no special appeal, no 
special service, no human in- 
terest. “Just another shoe 
store.” 

Novelty fixtures, chairs, 
furnishings, etc., will attract 
attention for the moment but 
in the final analysis it is the 
shoes and the service that 
do the work. 

Witness the success of the 
small shops that devote 
themselves to one highly 
specialized plan. It may be 
an arch feature, it may be a 
last, a heel, a special leather 
or pattern. But, sticking 
closely to one idea has made 
a hundred of those small 
places highly successful. 

Someone arises to remark 
that even that class of shoes 
is becoming overdone. He 
says that there are already 
too many of the arch feature 
stores, and stores that devote them- 
selves to one shoe. Granted, but 
think a moment. Are there not 
other methods of appeal? Look 
about and find a field that is neg- 
lected Step into that one and step 
out of competition. 

A wise bird said the other day: 

“Here is one field that has been 
left entirely alone by shoe men. I 
refer to that trade that has passed 
middle life. Men of 50 to 70. Women 
of the same age. It’s all right to 
use that pat expression and repeat 
that there are no old people any 
more, that all women are flappers 
and all men are sheiks. That sounds 
well in the funny papers. But it 
is not true. 

“There are thousands of elderly 
people who are looking for shoes of 











tising shoes. 
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a certain type. They hunt the town 
over. They see nothing but flapper 
styles, or college chappie stuff. 
How eagerly they would welcome a 
small shop that specialized on the 
kind of shoes they want. I know 
that there are many men who 
would like to buy a brown kid ox- 
ford with a medium wide, round 
toe. I know that there are many 
women who would like to buy a 
soft, roomy, wide toe, made of 
glove-like kid, in black or tan. But 
the poor old dears have to walk 
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important trade. It is a neglected 


trade. 


IG shoe stores are departmentiz- 
ing and specializing along cer- 

tain lines. Some of them are open- 
ing special departments for the 
selling of theatrical or dancing 
shoes. Others have featured slip- 
per salons. But none of them have 
given consideration to a very great 
and important class of trade—the 
elders who want what they want. 
Such trade will gladly greet the 
opening of a department for 
grandmas and grandpas. And 





COMING!! 


Practical Advertising for the 
Small Merchant 


In the next issue of the “Boot and Shoe 
Recorder” will appear the first of a se- 
ries of the most practical articles on ad- 
vertising which it has even been my privi- 
lege to see. The author of the series is 
R. L. Prather, the “Recorder’s” associate 
editor on the Pacific Coast. 
has spent years in the business of adver- 
He has used practically 
every advertising medium ever introduced 
by man. He is an unqualified authority on 
the subject. 

This series which he has prepared is 
dedicated to the small merchant who can- 
not afford the services of an advertising 
manager or of an advertising agency. It 
will show him how to plan his advertising 
campaign, how to prepare it, in what 
shape to hand it to the printer so that it 
will look its best in print, what consti- 
tutes a good layout—and why—and all the 
rest of the things which now puzzle many 
a good man. 

Illustrated? 


Of course. 
Heartily yours, 
Arthur D. Anderson, 


Editor. 


Mr. Prather 


| they will be solid, substan- 
tial, loyal customers. They 
will not chase around from 
Dan to Beersheba in the mad 
hunt for “the new things.” 

It seems to this writer 
that there are still a lot of 
places where a_ specialty 
shop may step in and win a 
good trade and at the same 
time step out of competition. 

Here are a few sugges- 
tions for the young man who 
is considering opening a 
shoe business. Shoes for the 
elderly, shoes for the aged, 
shoes for the very young, 
the growing girl; exclusive 
sport shoes, children’s shop, 
and many others that would 
require several more inches 
of space than is allotted to 
this article. 

In a great city of the 
West a certain dealer is do- 
ing a great business on 
shoes exclusively for outing, 
mountain climbing, fishing, 
hunting, hiking and outdoor 
wear. He must be making a 
go of it as he has opened the 
third specialty shop very 














their legs off to find them. Oh, yes, 
I know that most all big stores 
carry such shoes. But, do they tell 
the world about them?. When have 
you seen an advertisement ad- 
dressed to elderly men or women? 
Think that over a minute!” 


HE person quoted is absolutely 

correct. You may walk miles 
and look at a hundred windows. You 
may buy all the newspapers printed 
in a year and search for announce- 
ments of shoes for older people. 
You will not find them. 

Where do these elderly people 
get their shoes? From some small 
shop off on a side street that car- 
ries staples. Or from some subur- 
ban place that does not undertake 
to “play the style game.” It is an 


recently. 


Fourteen St. Louis Stores 
Close Saturdays 


St. Lovis.—Fourteen of the larger 
downtown retail stores, including the 
department stores and women’s wear 
shops, will be closed all day Satur- 
day, July 17, under a summer agree- 
ment which has been in effect for 
several years. 

The stores are already on summer 
week-day schedule, opening at 8:30 
and closing at 5 p. m. During the 
six weeks of the Saturday closing 
rule, the stores will remain open 
until 5:30 on Fridays. ; 

A majority of the exclusive shoe 
stores will remain open, a few cur- 
tailing their store hours slightly in 
the afternoon. 
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Both Men’s and Women’s Styles 
at St. Louis Pageant 





ot 





August 3-20 Are Dates Selected 





HE St. Louis Fashion 
Pageant will be held Aug. 
3 to 20 at the new Garden 
Theater, a beautiful outdoor 
auditorium with a tremendous 
seating capacity. “Ancient 
and Modern Queens” is the 
theme of the 1926 performance 
and built around this idea the 
gamut of fashions will be un- 
folded from the early fifties to 
the flapping twenty-sixes. In 
addition to the women’s fash- 
ions to be introduced, an inno- 
vation will be the modeling of 
the smartest and most correct 
ideas in men’s wear. 

There will be three prome- 
nades of models in which ap- 
proximately 100 pairs of shoes 
will be displayed with fash- 
ion’s latest creations in mil- 
linery, suits, dresses, furs and 
coats. 

Gorgeous settings, surpassing 
those of past seasons, are be- 
ing planned. Major Levy, pre- 
ceptor of the models for many 
years, also director of the St. Louis 
Pageant of Footwear Fashions, has 
already selected the very essence 
of charm and beauty among St. 
Louis’ attractive feminine sex. 





HERE will be super-entertain- 

ment features, beautiful tableaux, 
and attractions that will savor of 
the highest type of entertainment. 
Twenty-four St. Louis shoe manu- 
facturers and wholesalers will dis- 
play their merchandise. 

As in past seasons, practical foot- 
wear will be displayed and “show 
shoes” will be eliminated as nearly 
as it is possible to do so. The ex- 
ception, of course, will be the 
matching of a particular costume, 
when the genius of the style im- 
presarios will do their stuff. 

On Aug. 4 the American Retail- 
ers’ Association will hold their ses- 
sion and practically all passenger 
associations have granted fare-and- 
one-half rates. 

The following are the shoe man- 
ufacturers and wholesalers who 
will display in the pageant: 


AUG. 3-201926 
CARDEN THEATER 





Official poster being used to advertise the 


St. Louis Fashion Pageant 


Boyd-Welsh Shoe Co., Brown Shoe 
Co., Brauer Bros. Shoe Co., Capi- 
tol Shoemakers, Inc., Central Shoe 
Co., United Shoe Mfg. Co., Johan- 
sen Bros. Shoe Co., Hamilton-Brown 
Shoe Co., W. H. Lampe Shoe Co., 
Johnson, Stephens & Shinkle Shoe 
Co., The Moore Shoe Co., Friedman- 
Shelby Shoe Co., Peters Shoe Co., 
Roberts, Johnson & Rand Shoe Co., 
Shoe Specialty Mfg. Co., Samuels 
Shoe Co., Tweedie Footwear Corp., 
Pedigo-Weber Shoe Co., Rice- 
O’Neill Shoe Co., Chouteau Shoe 
Co., Endicott-Johnson Shoe Co., 
Ault-Williamson Shoe Co., Wohl 
Shoe Co., McElroy-Sloan Shoe Co. 

The committee representing the 
shoe industry consists of Norman 
McDonald, E. C. Hyde and Frank 
A. Mahler, secretary-treasurer of 
the St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association. 

That other big event, the Third 
Annual Pageant of Footwear Fash- 
ions, as announced by J. T. Pedigo, 
chairman of the committee ap- 
pointed for the working out of a 
satisfactory time for the holding of 


the style show, will be held 
Nov. 29 and 30 and Dec. 1, 1926. 
Harry Johansen, president. of 
the St. Louis Shoe Manufac- 
turers and Wholesalers’ Asso- 
ciation, has given out the fol- 
lowing statement regarding the 
changing of the dates from Janu- 
ary to December: 

“In adopting the change of 
dates for our annual Pageant 
of Footwear Fashions our asso- 
ciation desires to render a con- 
structive, far reaching service 
in every way possible to those 
who may attend, and while it is 
held for the mutual benefit of 
both manufacturer and retail- 
er, we have given the retail 
shoe merchants’ interest first 
consideration. 





sé IS interest, along with 

that of the manufac- 
turers, is better served when it 
so happens that his needs may 
be better met by economies 
which affect price and prompt 
deliveries of advance styles which 
affect volume and profit. 

“Upon careful analysis of all 
contingencies of the situation, 
after weighing the probable conse- 
quences of every step as taken in 
its relation to disadvantages with 


its advantages, our association has 


selected the dates for the holding of 
its Third Annual Pageant of Foot- 
wear Fashions on Monday, Tues- 
day and Wednesday of Nov. 29 and 
30 and Dec. 1, 1926.” 

“Some of the major considera- 
tions that have prompted this 
change are as follows: 

“That retail shoe merchants as a 
whole can introduce on Feb. 1, or 
earlier, authentic spring styles, 
which procedure has been found 
profitable and enjoyed in recent 
years by the so-called large buy- 
ers, and undoubtedly should be fol- 
lowed by all merchants whether 
large or small, who desire to pro- 
gress in keeping abreast with mer- 
chandising methods. 

“In order to present to his trade 
early spring styles Feb. 1 or earlier 


[CONTINUED ON PAGE 39] 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more’”’ 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
and leather, their production and distri- 
bution. 








The “Clearance” Plague 


HY did you pick out July as the time for 
your sale? Oh! You have always had a sale 
the first of July, have you? Why? Is it a habit? 
Why not August first, or maybe September first? 
Oh! People expect sales July first. That is the 
reason you have a sale. You don’t want to disap- 
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point them. Do you suppose a lot of them waited 
for your sale, knowing that you would have it July 
first? You say that most of the people who came 
to your sale were strangers. They are never seen 
in your store excepting when you have a sale. 
Does that tell you anything? Are they not bar- 
gain hunters rather than customers? 

Is not the month of July a pretty good time to 
sell summer shoes? Do people quit wearing sum- 
mer shoes on June thirty? Or do they just wait 
for sales? What do they do with the shoes they 
buy at these sales? Lay them away for next sum- 
mer or put them on? Somehow or other, it seems 
to a man who does not know much about the shoe 
business, that if people buy shoes in July it is be- 
cause they need them. Then why should a shoe 
store give them such wonderful shoes at such won- 
derfully reduced prices in July? Why not just 
keep right on selling your shoes at regular prices? 

Really is there not a better month in which to 
have a sale? How about the middle of August? 
People are pretty well fagged out by then and need 
something to pep them up. August is a sort of in- 
different month all the way through. It’s sort of 
“between hay and grass.” Why not hold off the 
sale and use it to liven up a really dull month? 
July is a fine month in most lines of business. The 
stores that sell vacation stuff make a lot of money 
in July. 

Of course it is hard for a man who knows nothing 
about the shoe business to get the shoe man’s point 
of view. About all he can do is to stand on the 
side lines and wonder. F 

This may be a wild guess, but it does seem that 
there is a better way of doing business than hold- 
ing two big sales a year. You shoe men must lose 
a lot of good money every six months. It must 
run up into the millions and maybe tens of mil- 
lions. 

There is one set of stores that have sales twice 


a year. They mark all their shoes at one price. 
All during the year the price is $2 higher. Most 
men consider the low price as the real price. Most 


of them buy those shoes only at sale times. 

A clothing store that sells men’s suits at $60 
has sales twice a year and marks the same suits 
at $45. Most men consider forty-five as the real 
price and never think of paying sixty. 

It is possible that the people are so used to these 
shoe sales that they won’t pay regular prices but 
wait until the shoes are cut in price. That may be 
the reason for some of the complaints we hear 
about dull business. It may be that they have lost 
confidence in prices and think that any price 
quoted on a shoe is from $2 to $10 too high. They 
have a right to think it because they see that re- 
duction made twice a year. 
them from remembering. 

Well, you say, you cannot help it. Everyone else 





Soe ch 





And you cannot keep 


hate 


y Noth Pte 
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has a sale and if you don’t have one you- will be 
out of the running. If everyone else was to go 
and cut their throats would you have to do it just 


to keep in the running? It’s a funny business, ° 


this shoe business. Everybody does what every- 
body else does. Isn’t there one single store that 
has the nerve to stand out alone and independent? 
Are you all like a bunch of sheep? 

Come to think of it, there are shoe stores that 
never have had a sale and they seem to be going 
along all right. But they are few and far between. 
Too far. 


Let’s Start in September 


HE following is a part of a set of resolutions 

adopted by the California Shoe Retailers’ Asso- 

ciation at their recent meeting in San Francisco: 

“We urge a cooperatitve effort that will 

bring a better appreciation and understand- 

ing of shoes. In this we know that it should 

be national in scope and recommend to shoe 

manufacturers that their advertising be made 
more educational in character. 

“We further recommend that retail shoe 
merchants cooperate with national advertisers 
to the end that the public at large may be in- 
formed fully the true meaning of shoes in re- 
lation to health, happiness and true economy. 

“We believe that the average wearer of 
shoes has no understanding of the art, brains. 
skill and effort that goes into a pair of shoes.” 

We respectfully present this expression to the 
manufacturers of shoes who advertise their prod- 
ucts to the people of America in the great national 
mediums. 


California shoe men speak knowingly. They . 


are alert to the possibilities of the times. And, in 
urging manufacturers to make their advertising 
copy “more educational in character” they are well 
within their rights. National advertising of shoes 
has been sadly derelict in this most important 
phase. Also, California shoe men are entitled to 
speak out in meeting. They handle more national- 
ly advertised shoes than almost any other district 
in the country. The foremost shoe stores in the 
great cities of Los Angeles and San Francisco fea- 
ture advertised lines. The best stores in the small- 
er cities and towns handle nationally advertised 
shoes to a large extent. 

The Californians said a lot in few words when 
they declared that “the average wearer of shoes 
has no understanding of the art, brains. skill and 
effort that goes into a pair of shoes.” 

It is the duty of national advertisers, clearly to 
set forth some of the things in an educational 
manner on which the people are densely iznorant. 


The retailers have shown a fine spirit of coopera- 


tion. They will second the efforts of the manufac- 
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turers. But, there must be-a beginning made by 
the manufacturer. It is his job first. Then it is 
up to the retailer to fall into line. 

Passing the buck will get the shoe trade no- 
where. 


Not as Bad as Painted 


T is a trait of human nature to permit someone 

else to do our thinking for us. We are prone 
to accept the opinions of others instead of seeking 
out the real facts. Shoe men have heard that the 
men’s shoe business is bad. They repeat that 
opinion to themselves and to others until it becomes 
a conviction in their minds. Statistics would seem 
to indicate a great decrease in the manufacture of 
men’s shoes and a tremendous increase in the pro- 
duction of women’s. Let us consider a few facts. 
It is true that style has played a strong part in the 
game. Women’s shoes do show a great increase. 
But, take the men’s shoe business for the past ten 
or fifteen years and compare it to now. Do not 
make the comparison with women’s shoes but with 
men’s shoes. 

Think about this for a moment: There are 
about 113,000,000 people in the United States. Of 
these about 45 per cent are males. How many of 
them are going barefoot? The increase in popu- 
lation per year is about a half million net. Of this 
there certainly is a percentage of males. Where 
do all these men buy their shoes? 

One of the largest shoe stores in a great western 
city showed some figures recently that indicated 
a fine increase in men’s shoe sales. 

The general manager said: “The men’s shoe 
business is not nearly as bad as it is painted. We 
are going along making steady gains every month. 
We do not hold with the idea that the business of 
selling men’s shoes is going to the dogs.” 

Perhaps the shoe trade has lost its perspective. 
It may be that the talk of style has closed a lot of 
eyes to the facts. Men are buying shoes. 

ok Ok * 

Is it not rather a peculiar situation when the 
shoe men admit that it is leather that sells shoes? 
Note recent expressions from big shoe men at 
conventions. Leather! Leather! Colors! Col- 
ors! Style seems for the once to be occupying a 
back seat. Everything hinges on leather. Why 
is this odd situation made so glaring and patent? 
It is because the tanners and manufacturers of 
leather have done a wonderful job of advertising. 
They have stepped out into the great white light 
and told the world about leather. People know 
more about lezther than they do about shoes. They 
speak familiarly of leather. Women shop for cer- 
tain leathers rather than for any especial style in 
shoes. It seems that the tail is beginning to wag 
the dor. Po shoe manufacturers get any lesson 
from this situation? 
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In this space on the fourth floor of the N. B. Holden store ‘n Chicago women buy hundreds of thousands of 


dcllars worth of comfort shoes 





Building a $300,000 Trade On 


Women’s Comforts Alone 


told the story of a young man 
with an “old” head who had 


By Gordon L. Anderson 


the women’s style footwear and 


advertising called attention to the 
latest method of certain shoe fit- 


A YEAR ago in these columns we been located on the main floor with cards in the store and notices in the 


taken a long established family shoe 
store on the down grade and built 
up a million dollar a year business. 
We told of his store “cabinet” which 
met and planned for each day’s 
work and for each new progressive 
effort and how the store folks, all 
working in harmony, made a slow 
business good. 

Now comes the story of how H. 
N. Emmett and Leonard Ventimig- 
lia, better known as “Van,” the 
manager of the women’s “special 
relax” department, have built into 
the N. B. Holden business in Chi- 
cago a distinct section for women’s 
arch comfort footwear and have 
lifted that business from only 9 per 
cent of the total volume to almost 
30 per cent of a business which will 
run well over a million in 1926. 

A year ago last September the 
women’s “special relax” department 
was opened on the fourth floor of 
the Holden store. It was a most 
unwelcome orphan. Nobody seemed 
to think much of it nor want to de- 
vote much time to its “bringing up” 
until “Van,” with Mr. Emmett’s 
willing help and cooperation took 
hold. 

Previously the department had 


contained only a limited line of 
comfort wear. Now it was removed 
to the fourth floor and the first 
problem was to get the people up 
there. 

An X-ray foot fitting machine 
was installed in the department and 





H. N. EMMETT 


General manager of the N. B. Holden 
store 





ting. The department began to 
grow. New lines and more space 
were added. Style began to make 
its appearance in the “comfort” 
lines and then the department was 
again enlarged. From a clerk and 
a manager the department has 
grown to require the services of 
nine clerks on quiet days to fifteen 
or twenty on busy days and the 
volume has increased four times in 
the two years, and plans are now 
being made again to enlarge the 
floor space by almost 30 per cent to 
take care of the increasing busi- 
ness. 


CCORDING to General Manager 

Emmett (and Department Man- 
ager “Van” agrees) this department 
shows the most promise and the 
most pleasing revenue of all the de- 
partments in the store. To begin 
with, the style element is limited. 
Styles are important, but the range 
is small and the necessity of longer 
size runs is offset by the staple 
quality of the footwear. 

“The X-ray machine is almost 
indispensable to the proper han- 
dling of a department such as this 
one if it is going to grow prop- 
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erly,” said “Van.” “We carefully 
examine every unusual case that 
comes to us and check our fittings 
with every customer on the ma- 
chine. It makes sales faster and 
makes them surer. It lessens the 
time spent with the customer and 
makes it possible for more custom- 
ers to be handled by a smaller sales 
force.” 

The turnover record of this de- 
partment is unusual. The steady 
trade and the small style run makes 
the investment small considering 
the volume and assures a most 
pleasing profit. The first three 
months’ volume ran approximately 
$25,000. The year 1925 showed a 
total volume of $150,000 and the 
first five months of 1926 $125,000. 

“Any shoe merchant can build up 
a splendid department in these spe- 
cial feature shoes regardless of the 
size of his business,” says Depart- 
ment Manager “Van.” “If he will 
only give it a little bit of special 
attention and separate it from the 
general style footwear that is car- 
ried in his store he will find in this 
type of footwear one of the most 
profitable and interesting invest- 
ments he has ever made. 






























s N May 1 a men’s “Special Re- 

lax” department was added to 
the Holden store, where special fit- 
tings are made, and already the vol- 
ume of business done in this type of 
shoe has increased more than five 
times. 

“There are aS many men who 
need specially fitted shoes as there 
are women, and perhaps more,” ac- 
cording to Manager “Van.” “And 
they are far more readily interested 
in the special feature fitting than 
the women. Not all of the shoes in 
this department are arch comfort 
shoes, but every shoe sold has some 
feature apart from the ordinary 
last and construction which makes 
it a specially fitted shoe. We carry 
nothing but welt footwear for 
women in this department, for we 
believe that footwear of this kind 
is the only footwear that can be 
expected to perform this function. 

“We have built this department 
up on one thing—service to cus- 
tomers—the selling of real foot 
comfort. On this floor we have re- 
placed the usual question of ‘isn’t 
that a smart looking shoe’ with the 
question ‘isn’t that a wonderfully 
comfortable and easy feeling shoe’?” 

Another feature of the Holden 
store is the “Collegiate” department 
—an idea of Manager Emmett to 
attract the young girls’ trade. This 
department has been separated 
from the women’s and the chil- 























BOOT AND SHOE RECORDER 


dren’s department both, and occu- 
pies a place of its own on the store 
calendar. It is the girls’ own de- 
partment, and already the sales in 
this section have shown a splendid 
increase over similar months a year 
ago. 

A short while ago a new X-ray 
machine was added in the women’s 
orthopedic department and the old 
machine was moved down into the 
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children’s department, where it has 
been in use for some months. The 
result of this move has been a very 
pleasing increase in the children’s 
footwear sales since mothers are 
able to see the fit of the little feet 
in the shoes offered them. 
According to Manager Emmett 
there is only one way to make a 
business successful and that is to 
[CONTINUED ON PAGE 40] 
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Introducing “PEP-STEP” 


A new way, a simple, humane way, of instantly relieving or 
correcting tired, aching, sore feet. A new way, a simple way, 
of keeping shoes comfortable and 
the running over of heels. 
yeu foot comfort or your money back after a 30-day trial. 
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Famous Foot Expert Is at Our Store 
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can be relieved, your feet made happy and how to keep your 
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The Inquiry: 

How much should a shoe store, 
that has invested six thousand 
dollars, owe on its merchandise? 
(Good credit everywhere.) 


The Answer: 


T is impossible to answer your 
| question without knowing many 
other things about your busi- 
ness than your letter tells me. Even 
a banker in your own community 
could not decide how much to loan 
you, until he had been supplied 
with certain essential information. 
First of all, he would have to 
have an acquaintance with you, to 
know you at least to the extent of 
having a dependable opinion about 
your character and your ability as 
a business man. Then he would 
want to know certain things speci- 
fically: How much capital you have, 
whether or not you are both making 
and saving money, whether you are 
in the habit of paying your bills, 
what your past business record has 
been, and what your future business 
prospects are. 


O you see how difficult it is for 

me to formulate any answer to 
your question, considering that you 
have not furnished me with the 
facts upon which I can judge what 
your businéss requirements and 
prospects are. But I 
am going to discuss 
briefly some matters 
which I think will 
help you to get a 
clear idea of the 
situation as you ex- 
amine the facts 
yourself. 

As a_ beginning, 
suppose I put it to 
you in this way: You 
should never owe the 
bank, at any one 
time, a larger sum 
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TELL- U-HOW 


A Boot and Shoe Recorder Department 
in which will be found the solution of 
merchandising problems submitted by 
merchants to O. K. Johnson, Associate 
Editor of Merchandising Practice 


than you can pay out of current 
assets on the date of the maturity 
of your notes—while at the same 
time promptly meeting all current 
expenses and maintaining unim- 
paired your credit with your manu- 
facturers. 

Here are a few points for your 
preliminary consideration: Main- 
tain constantly a bank balance 
equal to 20 per cent of the maxi- 
mum amount which the bank is 
willing to loan to you. (Note that 
this percentage varies. It may be 
more or it may be less in your com- 
munity.) Your cash on hand and 
in bank should equal-at least 20 
per cent of your current liabilities, 
or about 10 to 15 per cent of your 
current assets. (Some conservative 
bankers, in some sections of the 
country, would say 20, and even 25, 
per cent, instead of the 10 to 15.) 


ET me illustrate these good rules 
by some imaginary figures: We 
will suppose that your current as- 
sets (cash, accounts receivable and 
inventory, taken at cost or at less 
than cost if the value is lower than 
cost) amount to $10,000. Then your 
current liabilities (accounts pay- 
able, notes payable, wages, inter- 
est and other expenditures) should 
be not more than $5,000. You 
should not expect a maximum bor- 
rowing limit at the bank greater 
than $5,000. Your cash balance at 
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the bank should never be allowed 
to go below $1,000. As a matter of 
wise business practice, your com- 
bined bank balance atid cash on 
hand in store should be kept up to 
$1,500, or at a still higher point as 
some conservative men would in- 
sist. Your bank balance will in- 
crease from week to week, as you 
sell the merchandise which you 
purchased with the bank loan, and 
as you steadily accumulate in your 
bank account the sum required to 
repay the loan at its maturity. For 
each loan of yours should liquidate 
itself out of current receipts. 


, OU feel, no doubt, that $6,000 

capital is not a great deal to 
have when you are in the retail shoe 
business, and that you need to supple- 
ment it in some way. You can sup- 
plant it from two sources—the fac- 
tories from which you buy your 
shoes, and your bank. 

The nature of your relations with 
your factories determines’ the 
amount of help you are likely to 
have from them. If you are buying 
shoes by the wise plan that concen- 
trates your purchases with not 
more than two, three or four fac- 
tories, perhaps you can arrange 
with them to ship your orders when 
you need the merchandise and give 
the invoices a deferred dating—two 
months, three months, four months, 
perhaps. Whatever arrangement of 
this sort you can ne- 
gotiate will enable 
you to get your mer- 
chandise into stock, 
put it on sale and 
turn at least part of 
it into cash before 
the date on which 
you must pay the 
manufacturer. Be 
sure to pay each in- 
voice when it be- 
comes due, taking 
your cash discounts 
on everything you 
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This is the original Douglas Condition Map, in use more than thirty years for business purposes. 
differences in the condition of the growing crops and of the principal industries. 





It portrays regional 
The striking differences in shadings of 


sections lying side by side result from differences in weather conditions; also from differences in the condition of the 


industries which are the principal source of income to the population. 


At present, conditions as a whole are so sound 


that it is reasonable to expect a large volume of trade as the crops are harvested and marketed, supplying their cus- 


tomary stimulus to all other industries. 
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‘ about a loan to you. 


buy. To do this you will doubt- 
less need to borrow money from 
the bank on promissory notes com- 
monly running for sixty days, 
ninety days or perhaps four 
months, these loans to be liqui- 
dated out of the proceeds of your 
every-day business transactions. 

You need your banker. Go to him 
and talk with him about your busi- 
ness. Go to him with the thought 
in your mind that his business is 
to loan money. He will suggest the 
procedure which he wishes you to 
follow in supplying him with in- 
formation on which he can decide 
Give him all 
the information he wants. Tell him 
what you are planning to do, how 
much money you think you will 
need, and how you propose to use 
what he loans you. Put all your 
cards on the table and accept and 
act on any suggestions he may 
make. Many small stores have 
grown larger and built business up 
successfully by taking their bank- 
ers’ advice. 


OUR banker will check up your 
business and judge it on the 
basis of certain percentages or ratios 
which he has adopted as a guide to 


his decisions on loans. We cannot 
take time here to discuss those per- 
centages or ratios by which he de- 
termines how much to lend you. 
But I may say that the maximum 
amount which the bank will loan 
you will depend partly upon your 
rate of stockturn. If your sales for 
the year, at cost, were $20,000 and 
your turnover were 4, then your 
average inventory would be $5,000, 
and the turnover of $5,000 would 
be accomplished in three months. 
It would be reasonable to say, there- 
fore, that your borrowing should 
never exceed $5,000, or one-fourth 
of your sales at cost. 

This is, of course, no reason for 
thinking that, if ybdur turnover 
were smaller, for instance, your 
banker would loan you a makxi- 
mum amount equal to half your 
annual sales at cost. Smaller 
turnover would seem to indicate 
less merchandising ability, poorer 
business management. It would 
mean that you would have to keep 
invested in merchandise a larger 
amount of your own capital and get 
along with a loan of an amount 
somewhere near equal to your sales 
at cost for a period of three or four 
months. Under these circum- 





stances, to secure a relative in- 
crease in your borrowing power, 
you would need to buy from your 
factories more frequently and in 
smaller lots and thus reduce your 
investment in average inventory 
and increase your turnover. ‘ This 
improvement in the conduct of your 
business would lead your banker to 
raise the maximum limit of your 
borrowing. 


HE length of time for which the 
bank will make a loan will be de- 
termined very largely by what the 
bank understands is the length of 
time required to transact a suffi- 
cient volume or sales to accumu- 
late enough cash to repay the loan. 
Here is a tip worth considering. 
Do not take all your profits out of 
your business; leave some of your 
net earnings in every season; ac- 
cumulate a surplus. This is a good 
way to show your banker that you 
believe in your own business. If 
you take all your net earnings out 
every season he may think that you 
regard your business as a poor 
place to invest money. And he 
may not want to make a loan to 
you if you do not show confidence 
in your business by steadily in- 


[CONTINUED ON PAGE 40] 
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Ideas Which Will Help Move 
Slow Sellers 


Now Is the Time to Plan Clearance Advertising 


just what the words imply. 

After it is over there ought to 
be a lot of empty shelf room that 
was cluttered and a lot of full cash 
register compartments that were 
not cluttered. 

That’s the way it works out in 
theory, but here’s an emphatic way 
of getting the maximum of interest. 
People are used to sales, and ordi- 
narily they don’t mean such an 
awful lot to them, but inject a little 
originality into a sale and you cap- 
ture their attention. It’s something 
like a circus. Everybody’s been to a 
circus and are anxious to go again 
just because there is a promise each 
year of some new thrill. 

Get something new into the sale 
idea. Many merchants will take 
these ideas bodily and use them; 
many others will use these ideas to 
stimulate original thought on their 
own part. All anyone need do is to 
clip these ideas out and give them to 
newspaper composing room and to 
window trimmer and all the initial 
work of planning the sale is com- 
pleted. All that is necessary is to 
O. K. the finished work. 

The newspaper advertising and 
the windows have been closely re- 
lated on these pages in order to give 
a sale the proper impetus that will 
come from both the newspaper and 
the windows working together. 


CLEARANCE sale ought to be 


The One Cent Sale Window 


In every store there is plenty of 
merchandise that can be used as a 
lever to move other merchandise. In 
itself it possesses little value in 
quickening business, but used with 
other more generally used articles 
of footwear will prove a good mover 
for all. 

The idea would be to display the 
shoes that are put on sale around 
the window in good border positions. 
In the center on a large placard the 
following words explaining the prop- 
osition, “Great One Cent Sale—Dis- 
play of One Cent Articles in Unusual 
Shoe Sale—Your Choice with Each 
Purchase.” 

On a price tag at each shoe in 
addition to the price would be a list 
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of the articles that can be procured 
with it at an additional cost of one 
cent. 

Rubbers, blacking outfit, hosiery, 
any of the hundred and one things 
that would better be out of the store, 
allowing room for other newer goods, 
are the things to select for this sale. 


The One Cent Sale Advertise- 
ment 


In announcing the one cent sale in 
the newspapers you have the sample 
set-up here to which you may refer. 

For the captions you have the fol- 
lowing: “The Most Interesting Win- 
dows in Town This Week.” “A Pur- 
chase Entitles You to Choice of the 
Articles Pictured Here.” “See Our 
Windows.” 

In the advertisement one may 
either illustrate the articles that are 
to go for one cent in a nice group- 
ing together or illustrate regular 
shoes with a grouping of possible 
articles one of which may be pre- 
cured for a cent with a purchase of 
a pair of shoes. 

If one desires, this advertisement 
may be made into just a regular 
billboard display showing nothing 
but the headline copy given above. 

Consider this proposition care- 
fully. There never has been a one 
cent sale yet that hasn’t created a 
furor of interest and heavy buying. 
Furthermore, there isn’t a concern 
hardly that cannot twist the idea to. 
its own advantage. 


The Calendar Sale Window 


For this window place a poster at 
the back made out in the form of a 
calendar with the days covering a 
week. 

This sale will take a week and the 
idea is to start out with a one dol- 
lar day on which every article priced 
at a dollar will be displayed and ad- 


' vertised. Then the following day 


would be a two dollar day, etc., up 
to the last day of the week. 

In this way it is possible to con- 
centrate interest on one thing every 
day and with each succeeding day 
will come new interest. If necessary 
or it seems advantageous the sale 
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can start out at the higher figure 
and run down the line. 

For the display something like 
this: “We have Made Every Prepa- 
ration to Give Everybody Some Big 
Surprises in Shoe Values.” From 
the calendar mentioned above, run a 
ribbon down to a big placard saying 
“Today — Dollar Day — Everything 
on Sale a Dollar.” 


The Calendar Sale Advertise- 
ment 


In the newspaper announcement 
running simultaneously with the 
window display there will be the 
same captions as appear in the win- 
dow. “The Most Interesting Sale 
Calendar This Town Has Ever 
Seen” will be the copy that appears. 

In this just the picture of a big 
calendar may be used in the entire 
advertisement or it may be used as 
a top piece and then the conventional 
showing of articles on sale may be 
used. 


The Dollar Bill Sale Window 


The display of actual money gets 
interest. It always does. It shows 
the actual saving quite graphically. 

Show each shoe with a small price 
ticket underneath it. Tuck a crisp 
new one-dollar bill into the top with 
a card lettered “SAVED!” 

The very sensationalism contained 
in the word “saved” will add a kick 
to a sale conducted along these lines. 
Half the story anyway is getting 
folk to look, when if there is any- 
thing interesting for them to see 
they will take care of the rest them- 
selves. After all, the actual selling 
is done over the counter inside the 
store. 


The Dollar Bill Sale Advertise- 
ment 


In this advertisement the word 
“SAVED!” for a headline and a dis- . 

















In every case, your windows should tie up with your newspaper and direct mail advertising 
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play of shoes with each one carrying 
a representation of a one-dollar bill 
tucked into the shoe itself. 

If possible a photograph of the ac- 
tual window of the store would be 
a good thing. In this case the word 


“SAVED!” can be used with good il- 
lustrative effect. 

But more than likely most mer- 
chants will find the layout on the 
page here the most practical way of 
handling the proposition. 





T. C. Hartman Dead 


DULUTH, MINN.—Telford C. Hart- 
man, president of the Wieland Shoe 
Company of Duluth and the son of 
Mr. and Mrs. Alexander W. Hart- 
man, wealthy pioneer residents at 
the Head of the Lakes, was killed 
July 9 when the heavy Packard 
touring car he was driving appar- 
ently skidded on wet pavement and 
toppled into a ditch along the high- 
way leading from South Superior to 
Oliver. ‘He resided at 44 Kent 
Road, Duluth. 

Hartman’s widow was vacation- 
ing in California. Three children 
are in Duluth. His parents were 
notified of the accident by Duluth 
authorities. 

Hartman was formerly associated 
with his father at the Northern 
Shoe Company of Duluth which 
closed down several years ago. 
Since that time he has acted as 
president of the Wieland Shoe Com- 





pany, 222 West First Street, Du- 
luth. His father, A. W. Hartman, 
prominent in business throughout 
North Central United States, is now 
vice-president of the Minnesota 
Power and Light Company. The 
son was about 36 years of age. He 
was prominent in Superior and Du- 
luth social circles and a member 
of Duluth and Eastern clubs. He 
received his education in Eastern 
schools. 


C. M. Stendal Off to Alaska 


MINNEAPOLIS.—C. M. Stendal, pro- 
prietor of two women’s shoe stores 
and former president of the North- 
western Retail Shoe Dealers associa- 
tion, with Mrs. Stendal is off on his 
annual “seeing the world” tour. This 
time it is Alaska that Mr. and Mrs. 
Stendal are invading. Last year 
they went over to Paris. They will 
be gone about a month. 
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Service First ~ Sales Second 


The Sale Is Easy if the Service Is Sure 


By Uncle Dudley 


OTS of youngsters feel that the 
Fer a| Sale is the thing to keep in 
\¥4| mind. But I believe that if a 
a7) salesperson keeps service to 
the front of his mind the sale 
will follow surely. I mean by that if we 
all show the customer we are interested in 
his feet and their correct fitting he is 
more apt to buy than if we crowd him too 
hard on the sale. 

I have seen a customer walk out because 
the salesman was too eager to sell a cer- 
tain shoe, one that carried a P.M., per- 
haps. Many times a P.M. shoe is not a 
good fitter. It has been put on the P.M. 
list because of its failure to fit feet. The 
salesman in his eagerness to get his P.M. 
will force that shoe. 

Most of my customers ask me to fit their 
feet and ask no questions about price or 
style. They seem to know that they will 
get a square deal from me. That’s what 
I call building confidence. It is my belief 
that we have to make the customer believe 
in us first of all. After that we can sell 
shoes in the right manner. 






ECENTLY a man came in looking for 
a certain kind of a white canvas ox- 


‘ford. That particular shoe has been off 


the market for a long time. But he liked 
it and wanted it. That was a perfectly 
good idea on his part. The shoe he wanted 


was the shoe that has given him comfort 
and satisfaction. He was turned over to 
me and I took a lot of pains to explain why 
his shoe was not carried. I showed him a 
lot of shoes and talked straight goods to 
him. After awhile he said that he thought 
I knew my business and asked me what I 
thought he could wear comfortably. I 
fitted him in a pair of light weight kid 
shoes. He went out satisfied and said he 
would come back after his next pair. This 
was a case of overcoming a man’s personal 
opinion and getting him to thinking dif- 
ferently. Many times that can be done. 
Some men have strong ideas about shoes. 
Many salesmen pass them up after saying 
they haven’t the shoe he wants. That is 
poor salesmanship. 


WILL admit that it is more difficult to 
convince a woman. But we can at 
least make a trial at it. Even the most 
difficult of them will admire your efforts 
to serve them. Even though a woman sets 
her mind on having an impossible shoe she 
will admit that you are a shoe man if you 
talk to her convincingly. 

I like that last title “shoe man.” It 
suits me fine. I am proud to be a shoe 
man. Best of all, I like to be called a 
“foot fitter.” What name do you prefer? 
“Shoe Dog,” “Clerk,” “Premium Hound,” 
all sound like cuss words to me. 
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Window Trims and Advertising 


Dozens of Problems Solved by Experts Who Spoke Before Mer- 


chandising Conference at Boston Show 


the Merchandising Conference, 
which was an important part of 
the Boston Shoe and Leather Fair, 
held July 6, 7 and 8. The conference 
was held during the morning of the 
second two days of the fair, and the 
report of the first day’s proceedings 
were published in the BOooT AND 
SHOE RECORDER, issue of July 10. 
The second day’s conference had 
to do with problems encountered in 
display and advertising, plus an ex- 
ceptionally interesting discussion of 
what constitutes style value. The 
speakers, their subjects and what 
they said are given here: 


Subject—Display. 

Speaker—Thomas M. B. Hicks, 
Jr., merchandising counsellor with 
offices in Boston. 


What he said in brief: In window 
display, the specialty store should 
not follow the department store’s 
lead. Department stores display 
such a wide variety of merchandise 
that they seldom are specialists in 
the display of any one variety. 
Again, their windows are too large, 
many times, and sometimes too low 
to admit of proper specialty display. 
The only test of a window is whether 
or not it sells. Beauty, color har- 
mony, cleverness, originality—these 
are secondary considerations. The 
ideal window, of course, is that 
which combines real selling punch 
with the other characteristics men- 
tioned. Four principal principles of 
window display are: 

1—Have it reach the maximum 
number of people. In other words, 
trim to attract the attention of the 
class of people who give you your 
volume, even if your store carries 
many different grades. 

2—Have your window varied in 
its appeal. All your customers do 
not buy your shoes for the same rea- 
sons. Some buy style—some price— 
some quality—some comfort. 

3—Have your windows varied in 
their appearance. Most of your 
trade comes from people who pass 
your store frequently. If you do not 
give them variety to look at, they 
may stop looking. 

4—Windows should be very defi- 
nite in their selling message. Make 


[: this issue we revert again to 


it obvious what idea you are trying 
to get across. Is it style? Make it 
obvious that you are selling style. 
Is it price? Make it obvious that 
you are selling price. A window 
which can sell one idea and sell it 
thoroughly is a good window. 

Windows should sell more than 
shoes. They should sell the useful- 
ness of shoes—their style usefulness, 
or their durability or their comfort. 
Not enough, for instance, to show 
one of the new raffia shoes. Show 
why it’s good to wear—light, cool. 
comfortable, good looking, stylish. 
Sell the connection between your 
shoes and the women’s apparel mode 
which is in vogue. Teach your cus- 
tomers the idea of color harmony 
between shoes, hose and gown. 
Teach shoe values—why is an $8 
shoe better than a $5 shoe. 


Subject—How Posters Can In- 
crease Your Business. 

Speaker—Clarence Lovell of Chi- 
cago, general manager of the Out- 
door Advertising Association of 
America. 


What he said, in brief: Poster ad- 
vertising sells solely on the basis of 
the impression it makes. Outdoor 
advertising gives you, in effect, an 
extra display window. Newspaper 
advertising is one of the best known 
mediums, but with posters you can 
get larger “circulation” for less 
money. It has picture value 


Subject—The Appeal of Style in 
Merchandising Women’s Footwear. 


Speaker—Miss Lucy Park, asso- 
ciate editor “Harper’s Bazar.” 


What she said, in brief: The aver- 
age woman today has not developed 
as sure a sense of style value as her 
predecessors had of quality. And 
since women are buying style today 
(and not so much quality), style 
merchandising needs active selling— 
not passive. Your newspaper adver- 
tising, windows and_ée salespeople 
should constantly emphasize _ the 
fashion points of your merchandise. 
Don’t say, “Aren’t these pretty?” 
Say, “This shoe combines patent 
leather and snakeskin. Combina- 
tions of material are very smart this 
season, and of these two materials 
in particular. The narrow strap 
high on the instep is good style for 
street and afternoon wear. The 
high straight heel is still worn in 
Paris and the fashion centers of 
America. This is the smart shoe for 
your black street coat or for your 
tailored suit or dress in navy blue. 
It is also wearable with a_ black 
crepe satin afternoon dress or with 
dark red or dark blue crepe de Chine. 
The natural shade of the lizard 
makes it appropriate for the warm 
fall tones of gray.” 

Make the connection equally ob- 
vious between your shoes and your 
hosiery. 





Entrance to Haverhill group display at Boston Shoe and Leather Fair 
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National Leather and Shoe Finders’ Association in convention at the Bellevue-Stratford Hotel, Philadelphia 


Finders Optimistic at Meeting 


MORE pronounced feeling of 
A optimism based upon a more 

satisfactory year’s business 
and a truer appreciation of the 
problems of the industry than pre- 
vailed at the time of the Buffalo 
convention of the National Leather 
and Shoe Finders’ Association a 
year ago, marked the general at- 
mosphere of the twenty-second an- 
nual convention of the organization 
at Philadelphia, July 12 to 15. A 
generous attendance approximating 
400 including members and their 
ladies, took part in the proceedings 
and the entertainment program, 
and numbered among these were 
the active heads of the most repre- 
sentative establishments both in the 
regular membership, composed of 
the findings dealers, and the asso- 
ciate membership, composed of 
manufacturers from whom they 
buy, including the leather 
try, the rubber industry and the 
general list of shoe findings manu- 
facturers. 

The business sessions of the con- 
vention were held at the Bellevue- 
Stratford Hotel and were presided 
over by W. H. Potts, first vice-pres- 
ident of the association, who sub- 
stituted for President Sam W. 
Burtchaell, who, owing to a recent 
surgical operation, was unable to 
be present. 

The annual report of the secre- 
tary was read by George A. Knapp, 
who stated that the year was one 
of the most active that they have 
enjoyed from the standpoint of co- 
operation on the part of their mem- 
bers in the features of their work 


indus-~ 


designed to give service to them, 
the matter of credits and collec- 
tions. Shoe Repair Service, a mag- 
azine of the association, he stated, 
had shown good progress both from 
a financial and educational angle— 
the mailing list had been brought 
up to the highest point yet attained 
and the response of the shoe re- 
builders to efforts in their behalf 
has steadily increased, all of which 


William H. Potts, of Dallas, 

Tex., newly elected president of 

the National Leather and Shoe 
Finders’ Association 


has been beneficial. The trade pro- 
motion bureau has prepared and 
sold to shoe rebuilders many thou- 
sands of pieces of advertising aids 
which have been very helpful 
in the direct by mail advertising of 
shoe rebuilders throughout the coun- 
try. About $600,000 has been spent 
by the shoe rebuilding trade for 
newspaper space among other things. 
The advocacy of full soles in rebuild- 
ing shoes has met with a large 
amount of success. The volume of 
business done on men’s and boys’ 
shoes has increased from 20 per cent 
to 30 per cent along these lines. 


NE of the most pleasing events 

marking the convention of the 
association was entirely unexpected, 
at least by one gentleman, who was 
an important factor.in it. It was 
a presentation by the individual 
membership of the association of a 
magnificent bronze plaque to Frank 
W. Whitcher, of F. W. Whitcher 
Company, Boston, upon the occa- 
sion of the 100th anniversary of 
the business career of his house 
and of his own 50th anniversary as 
a member of that business. 

The afternoon’ session was 
marked also by two addresses. 
“Your Magazine Shoe Repair Serv- 
ice” by A. V. Fingulin, editor and 
assistant city director, St. Louis, 
and dealing with the official organ 
of the Shoe Repair Service. Mr. 
Fingulin gave a very interesting 
talk on the editorial policies, the 
objectives of the magazine and of 
its reception by the shoe repair, or 
as the association prefers to style 
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it, “Shoe Rebuilding Industry” of 
the country. Mr. Knapp, secretary, 
also read a very detailed and care- 
fully worked out paper on the sub- 
ject of credits and collections, 
which gave a very clear picture of 
the industry and the evils that have 
arisen from loose, careless, reckless 
credit that is quite largely a result 
of the keenly competitive condition 
of the industry. 


UESDAY, an address, “Trial 
Balance of the Shoe Repairing 
Industry,” was given by James W. 
Meloon, managing director, United 
Shoe Repairing Machine Company 
of Boston. Mr. Meloon’s address 
concerned itself with a general sur- 
vey of repair business, its volume, 
its importance, its relation to the 
shoe trade as a whole, its turnover, 
its profits and where they do not 
exist—Why? The rest of the Tues- 
day morning session was devoted 
to one subject, ‘“Product-Policy- 
Publicity, Producing More and Bet- 
ter Shoe Rebuilding.” This was 
presented from various angles by 
L. M. Hannum of Whittemore Bros. 
Corp., Boston; John Lawrie, of 
John Lawrie & Sons, Chicago; Rob- 
ert H. Cory of O’Sullivan Rubber 
Co., New York; W. S. Anderson, of 
Penn Leather Company, Philadel- 
phia, and M. G. O’Hara of United 
States Rubber Company, New York. 
Wednesday’s sessions were de- 
voted largely to administrative af- 
fairs of the organization and the 
election of officers. The newly 
elected officers are: President, W. 
H. Potts, of the Potts-Knaur Leath- 
er Co., Dallas, Tex.; first vice-presi- 
dent, Joseph P. Dunn; second vice- 
president, Adolph Diez; third vice- 
president, J. Keyston, Jr.; fourth 
vice-president, A. M. Powers; fifth 
vice-president, Robert Clark, and 
treasurer, Peter Nutz. 


OUISVILLE, KY., was selected as 

_dthe site for the convention next 
year, beating out Denver and St. 
Louis, both of which cities also ex- 
tended invitations to the associa- 
tion. 

The entertainment consisted of 
sightseeing tours to points of in- 
terest in the vicinity of Philadel- 
phia, a theater party and a visit to 
the Sesquicentennial Exposition. 

Much praise for the smooth work- 
ing of the convention and enter- 
tainment program is due Joseph H. 
Deacon, chairman, and members of 
the Philadelphia Convention Com- 
mittee. 


BOOT AND SHOE RECORDER 


Joseph Henry 


OSEPH HENRY ROBLEE, 67 

years old, wealthy retired shoe 
manufacturer and a director of 
Brown Shoe Co., St. Louis, died 
Thursday night, July 8, at the Gen- 
eral Hospital, Jamestown, N. Y. He 
was stricken at his summer home at 
Chautauqua, N. Y., near Jamestown, 
where the went a few months ago 
with his family. 

He was in his usual health when 
he left St. Louis and the news of 
his death was a shock to his friends 
and the entire shoe industry. 

Mr. Roblee was born April 8, 1859, 
at Granville, N. Y., and went to St. 
Louis in 1879. His first work was 
as a stock boy with a St. Louis 
shoe house. He soon went on the 
road, where his advancement was 
rapid. On Nov. 1, 1887, he asso- 
ciated himself with the Brown, Des- 
noyers Shoe Co., predecessors of the 
present Brown Shoe Co., Inc. On 
April 12, 1889, he became treasurer 
of the company, and in 1893, when 
the name was changed to the Brown 
Shoe Co., he was made vice-president. 
During the years following he was 
sales manager and later merchandis- 
ing manager, being in charge of all 
factories for the company. During 
this period he and the late George 
Warren Brown, founder and presi- 
dent of the company, laid the foun- 
dation for the success which has 
come to the company in later years. 
In 1915 Mr. Roblee retired as vice- 
president and from active partici- 
pation in the affairs of the company, 
but remained on the board of di- 
rectors until his death. 

He attributed his success in life 
to hard work and concentration and 
thoroughly believed in that famous 
axiom, “A shoemaker should stick to 
his last.” It was his belief that an 


Roblee Dead 





Joseph Henry Roblee 





individual’s thought, time, capital 
and energy could be better employed 
in one channel than scattering it in 
various directions. 

Surviving him are his widow, Mrs. 
Florence Allen Roblee; a daughter, 
Mrs. Eugene R. McCarthy, and a 
son, Robert A. Roblee, all of whom 
were with him when he died. 

Funeral services were held Mon- 
day, July 12, from the home of his 
daughter, Mrs. Eugene R. McCarthy, 
in St. Louis. Dr. Lewis M. Hale of 
Kansas City, a former pastor of the 
Delmar Baptist Church, of which 
Mr. Roblee was a member, officiated. 
Eight of the active directors of the 
Brown Shoe Co. acted as pallbearers. 
Interment was in_ Bellefontaine 
Cemetery. 


Both Men’s and Women’s Styles at Pageant 


[CONTINUED FROM PAGE 27] 


it is practically essential that the 
retail shoe merchant purchase at 
our Fashion Pageant dates, namely, 
Nov. 29, 30 and Dec. 1. We pro- 
pose to offer at our affair on the 
dates mentioned the last word in 
patterns and materials of the estab- 
lished style trend for spring. 

“The eariy presentation of spring 
shoes will accelerate activity dur- 
ing an otherwise slack and unprof- 
itable period for both manufactur- 
er and retailer. It will distribute 
deliveries so as to avoid the usual 
congestion prevailing when all try 
to have three months’ requirements 
made in one; provide better condi- 


tions in securing materials; reduce 
cost and maintain organizations in- 
tact and improve quality. 

“By establishing the style trend, 
so far as materials are concerned, 
by Nov. 29, 30 and Dec. 1, it will 
be a great advantage to the tanner 
for he can gradually get into pro- 
duction on the ‘newest,’ so that 
when the peak purchases arrive he 
is capable of handling the situation 
to the satisfaction of everyone. 
When he is, to a great extent, com- 
pelled to wait until January for the 
material trend, he is not in position 
to handle the vast amount of busi- 
ness on so-called Easter shoes. 
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TELL-U-HOW 


creasing your own investment in it. 

You, the borrower, will find that 
the following are good rules to 
keep in mind: Be reasonable in 
your borrowing. Be conservative. 
When you get a loan from the bank, 
do not get a larger amount than 
you are confident you can pay back 
at maturity. See your way clearly 
through every transaction requir- 
ing a loan, and know that you can 
pay in full when due—or do not en- 
gage in the transaction and do not 
borrow. The transaction which 
you, as a retailer, are justified in 
entering upon with the aid of a 
bank loan, is invariably the pur- 
chase of merchandise for resale. 
Do not buy so much merchandise 
that the loan will be so large you 
cannot pay it back at maturity. Cut 
your purchases down to a point 
where you are sure cash coming 
in, on the volume of sales made 
during the maturing of your note, 
will be sufficient to meet it when 
due. Then you will be safe in bor- 
rowing the money, and the bank 
will be protected in making the 
loan. 

One thing to remember about 
both your original capital and any 
surplus which you may build up, 
as well as about any money you 


[CONTINUED FROM PAGE 33] 


may borrow, is this: Take care how 
you use the money. You are run- 
ning a store, a commercial enter- 
prise; your money ought to go into 
the operation of that enterprise. 
Do not put it into real estate and 
buildings. Do not invest too heav- 
ily in fixtures and equipment. Keep 
your assets liquid. When you use 
your own capital, or the credit 
which the bank sells you when your 
banker approves a loan to you, put 
your money into merchandise and 
into the selling of it. That is the 
way to make your dollars work for 
you. 

I want you to know that I shall 
be entirely specific in my advice 
and suggestions if you will frank- 
ly and fully supply me with neces- 
sary information. If you would 
like a definite discussion of your 
financial situation and a suggested 
financial program to guide you in 
conducting your business, write me 
again and give me the following 
information: 

ASSETS—Cash on hand and in 
bank, accounts receivable, mer- 
chandise on hand at cost (or at its 
real value, if less than cost), real 
estate, fixtures and equipment, any 
other assets. (what are they?). 

LIABILITIES — Accounts __ pay- 


able, notes payable either to bank 
or manufacturers, trade accept- 
ances payable, any other liabilities 
(what are they?). 

OTHER FACTS—Amount of 
capital. Amount of surplus. Net 
sales per month for past twelve 
months. Expenses per month for 
past twelve months. Net profit or 
loss for past twelve months. Sal- 
ary and wage account. What was 
the largest amount you owed on 
current liabilities during the past 
twelve months? On what date was 
that? Value of your average in- 
ventory. Terms of sale: Do you 
sell for cash only? If you sell on 
credit, what is the average length 
of time your customers take in pay- 
ing their bills? 

Your banker may want to know 
about other matters than the ones 
I have mentioned. But I have 
asked about all the matters where 
the facts in your case would help 
me to serve you with advice by 
mail. You see, I am not lending 
you the money. I am giving you 
something to help you in your re- 
lations with your banker. 

If questions of finance are 
among your problems, send the 
facts so we can go into an intelli- 
gent study of your case. 





Building a $300,000 Trade‘on | 


Women’ s Comforts Alone 


departmentize distinctly every sec- 
tion of the store—the Holden store 
now being divided into six distinct 
departments. The main floor and 
the hosiery department, the chil- 
dren’s department; the relax de- 
partment, young men’s department 
and a department which they have 
designated as “The economy de- 
partment,” where lower priced foot- 
wear is sold, located on the third 
floor, which gets it away from the 
basement idea. Distinct stock and 
selling records are kept in each de- 
partment and so far in the year of 
1926 every one of these departments 
have made money. 


[CONTINUED FROM PAGE 31] 


On every sales sheet the size, 
width, stock number and price of 
the shoe sold as well as the name 
and the address of the customer is 
noted, whether it be a cash sale or 
a charge.. These records are trans- 
ferred first to the stock sheets and 
then in complete form to a custom- 
er’s mailing list, which is used sev- 
eral times in the course of a year. 

It also provides a very handy ref- 
erence when a customer comes in 
or writes in and asks for exactly 
the same kind of shoes as the previ- 
ous purchase. 

“This may seem,” said Manager 
Emmett, “to be a cumbersome sys- 


tem, but as a matter of fact we 
handle the entire procedure with 
only six girls in our office, including 
the stenographer. 

“The entire stock will inventory 
approximately $300,000 at the peak 
of the season, and in 1926 the gen- 
eral sales volume is expected to 
reach $1,500,000 or about a three- 
time turnover at retail, of the en- 
tire stock.” 

Another feature of the Holden 
policy is a “thank you” card which 
is mailed to every customer imme- 
diately after their purchase, which 
extends the memory of the customer 
and retains a friendly good will. 
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Style is 
The Majority’s 
Opinion 
In clothing and footwear 
women are turning with pleasure 
to simple effects and plainer 


lines. Such shoes are in the 


ascendant. 


Cushman-Hollis sales reports 
for Fall show strong pressure on 
velvets, satins and patent leather. 
Also, an increased demand for 


corrective styles. 


For Fall style details get in 
touch with our most convenient 


wholesaler. 


5535 


The seamless pump is typical of the Fall 
line of Cushman-Hollis evening wear. Its 
sleek beauty is brightened by a _ simple 
design of beading on the vamp Made witii 
a 17/8 full Lowis French spike heel. 


A 5936 

The clegance of the Black Mode for Fall 
is well exemplified in the one-strap model 
of an applique trimmed pump, with black 
velvet vamp, and heel cover. Black satin 
quarter, with a nicely blending overlay of 
black suede. 


CUSHMAN-HOLLIS 
COMPANY 


Salesrooms—aAlbany Bldg., Boston 





Factory and Home Office—Auburn, Me. 
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AV entilated Shoe~ kas) 





~ Hasy to Sell 


EN do not analyze their 


shoes. 


They either like them— 
or dislike them intensely. 


All over the country men are coming 
back for more Venti-Flex shoes. 


Not so much on account of their 
medium price, but because Ventt- 
Flex wearers have found they are 
getting remarkable, cool foot com- 
fort, and a foot appearance equal to 
that of shoes at twice Venti-Flex’s 
retail price. 





DARTMOOR 


A clean-cut, well-groomed Scotch Grain 
Blucher Oxford, made on our Whiz Last. 
The fancy stitched step-heel and rolled edge 
give character. Has an Armstrong box toe. 


The Venti-Flex Line will build its 
own clientele. And you'll be sur- 
prised how Venti-Flex makes custo- 
mers of some of the best dressed 
men in your town—men who are 
accustomed to pay high prices for a 
comfort they have failed to find in 


other shoes. 


Distributors in all parts of the 
country carry Venti-Flex shoes in 
stock. Write us for further infor- 


mation. 





EDGEMERE 


This Russia calf Oxford is a gentleman’s 
shoe in every detail. The Stub Last—the cut- 
out shank—an Armstrong box—round edge 
heel and fancy white stitching all total a most 
salable model for Summer and early Fall wear. 


E. E. TAYLOR COMPANY, BOSTON, MASS. 
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F B.& C. Golden Brown (21) re- 


tains its annual ber for Fall 
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N. S. T. A. Insurance Com- 
mittee Meet 


A conference of the N. S. T. A. 
Insurance Committee, President, 
Charles W. Evans; Vice-President, 
Charles W. Morrill, and Secretary, 
T. A. Delany, was held in New York 
City the past week. Secretary Delany 
reported progress and told of the 
special booth, at the Boston Shoe 
and Leather Fair, under the super- 
vision of Harry P. Lynch, Vice- 
President of the Boston Association, 
and other promotional work. 

In addition to the insurance fea- 
ture, many other organization mat- 
ters including the time and place of 
holding the next National Conven- 
tion, were discussed. A report from 
the Board of Governors on this mat- 
ter is awaited at the National Office. 


Insurance Questions and Answers 


Here are a few general questions 
and answers contained in a leaflet 
on The National Shoe Travelers’ 
Insurance Plan, which has been sent 
out to members: 


A Few General Questions and 
Answers 


. Q. How much insurance can I 
get? 

. $1,000. 

. Do I get a policy? 

. Yes. Certificates are issued 

by the Insurance Company to 

each member. 

Is a medical examination re- 

quired? 

No. 

. Who can get the insurance? 

. Each eligible member. 

. How much does it cost? 

. Approximately $16 per year. 
Exact cost cannot be de- 
termined however until all 
applications are received. 

. How do we pay for it? 

. Payments to be made semi- 
annually by check or money 
order to T. A. Delany, Secre- 
tary N. S. T. A., 183 Essex 
Street, Boston, Mass. 

. Does this insurance take the 
place of, or interfere with, 
Compensation or any other 
kind of insurance now carried 
by individual members? 

. No. 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 





. When are claims paid? 

. Immediately upon receipt of 
Proof of Death or Disability. 

. What happens to this Insur- 
ance if membership in the Na- 
tional Shoe Travelers’ Asso- 
ciation is terminated? 

. Within thirty-one days the in- 
surance may be changed with- 
out medical examination into 
one of the regular individual 
policies of the John Hancock 
Mutual Life Insurance Com- 
pany, except Term insurance, 
at regular rates. 


*“*Rube”’ Markowitz a 
Trinity Booster 


Rube Markowitz, veteran mem- 
ber of the traveling fraternity, has 
linked up with the Trinity Shoe 


Rube Markowitz, who represents 

the Trinity Shoe Mfg. Co. of 

Brooklyn in the principal citie: 
of the country 


Mfg. Co. of Brooklyn, and will rep- 
resent this live house in all of the 
principal cities of the country. In 
his career as a shoe traveler, Mr. 
Markowitz has handled the lines of 
some of the country’s most promi- 
nent shoe manufacturers and has 
always made a creditable showing. 
He is exceptionally well fitted to 
“put over” the Trinity line and has 
just completed a trip in which he 


introduced these shoes into a num- 
ber of high grade stores. 

Said Mr. Markowitz in a recent 
intereview: “I have a firm belief 
in the Trinity line which embodies 
both style and quality at prices the 
public wants, and I am confident 
that merchants who know values 
will be ready to feature our shoes.” 

Trinity makes a line of women’s 
shoes known as “Brooklyn’s Mas- 
ter-Made McKays.” 


Condolences Extended to 
Col. Jim Richardson 


Elizabeth, wife of Colonel James 
B. Richardson, Chicago representa- 
tive for the LaCrosse Rubber Mills, 
LaCrosse, Wis., is dead. Mrs. 
Richardson passed away after a 
brief illness at the age of 54, on the 
morning of June 9, at the Lake View 
Hospital. 

All the trade, and especially that 
of Chicago, is very fond of “Colonel 
Jim,” who has been identified with 
the shoe industry since Civil War 
days. He is 86 years of age, and 
despite his four-score and ten sum- 
mers and winters, attends all of the 
meetings of the Chicago travelers, 
and still sells LaCrosse Rubber Mills 
product in his territory. They sin- 
cerely sympathize with him in his 
great loss. 

Col. Richardson was very ill two 
years ago, in fact his life was des- 
paired of. At that time many of 
the Chicago boys visited him, met 
met Mrs. Richardson, and were 
greatly impressed with the constant 
care she gave their friend, the 
Colonel. Mrs. Richardson will be 
mourned by a wide circle of friends. 


Knox Shoe Co. Reports 
Big Business 


John T. Fitzpatrick travels east- 
ern territory for Huckins & Temple, 
Inc., and reports that he has booked 
a large volume of business on 
young men’s college shoes. Among 
the favorites, he states, are the new 
cuff blucher oxfords in imported 
golden Scotch grains, heavily per- 
forated cap, stitched beveled edge, 
four brass eyelets, sole wheel 
stitched aloft—screw slug in heel; 
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Business slumped 
Then LONG DISTANCE sold 


$ 67,000 

















“We wisH to thank your representative 
for his aggressiveness,” writes this St. Louis 
concern. “He talked selling by Long 
Distance until we were convinced.” 
There is no more effective answer to 
slumping business than a campaign of long 
distance calls. They enable you to con- 
centrate wecks of travel into days of inten- 
sive, effective work. Your campaign can be 
transferred at will, and almost instantly, 
from one trade territory to any other in any 
part of the country. Long distance solici- 
tations restore confidence and make good- 
will. They find what you want to buy. 
They make sales. They do all the most 
persuasive human voice can do, and add 
to it country-wide range. Do you know 
from experience how your sales may be 


WORTH OF BUTTER 


Tue butter market was in that condition 
dreaded in every business. Orders had fallen 
off. Hardly a buyer could be found who} 
would purchase outright; the most that 
was offered was to take the product on 
consignment. Then it was that a St. Louis 
wholesale house turned to the telephone. 
Their answer to the slump was a well- 

7 planned campaign of long distance calls, 
and this one telephone drive sold outright $67,000 worth of butter! 


speeded up, how slumps may be prevented 
in advance by telephone? Have you organ- 
ized your telephone resources? Have your 
important men been trained in the essentials 
of telephone selling and buying? If busi- 
ness should slow down, do you know how 
long it would take to establish telephone 
contact with your important customers 
in every state in the Union? 

The Commercial Department of the 
local Bell company will gladly make a free 
study of the productive telephone oppor- 
tunities in your business. In the mean- 
time,thetelephoneon your desk willconnect 
you promptly with anyone wanted in 
70,000 towns and cities. What distant 
concern or executive would it be to your 
profit to talk to, now?.... Number, please? 


BELL LONG DISTANCE SERVICE 
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he says that there are two shades 
of tans which are very popular— 
such as the French Stroller tan; 
pigskins, he states, are being sold 
heavily in the West, and there are 
many light parchment shades in 
pigskin with imitation lizard trims. 

“It looks as though the men had 
taken up shoe style where the wom- 
en folks left off,” Mr. Fitzpatrick 
was overheard to tell one of his 
visiting buyers, who came to the 
Huckins & Temple, Inc., booth at 
the Boston Shoe and Leather Fair. 

Ben Tisdale represents this 
house in Chicago; John Sullivan in 
the South, New York State and 
Pennsylvania. 


H. B. Covington Is Dead 


H. B. Covington, who for the past 
decade has traveled for E. P. Reed 
& Co. of Rochester, N. Y., died on 
July 8 at Nashville. During Mr. 
Covington’s brief illness his terri- 
tory was covered by John P. Bell, 
president of the Bell Booteries, Inc., 
generally recognized as a good shoe 
style picker. He will continue to 
cover Mr. Covington’s territory. 

Mr. Covington was a well-known 
and well-liked salesman. He leaves 
a widow. 


Fitzpatrick with Old Colony 
Line 


Frank L. Fitzpatrick of Phila- 
delphia represents the Old Colony 
Shoe Co. in the Quaker City. Frank 
covers Pennsylvania, Delaware and 
Maryland. He reports a good busi- 
ness on this line and states that 
brogues and custom lasts are sell- 
ing well in Scotch grains—also Rus- 
sia calf in tans and blacks. 


Many Inquiries for Arthur 
Earle 


Arthur C. Earle, affectionately 
known as “Daddy” Earle, did not 
come to Boston during the days of 
the Shoe and Leather Fair and 
many were. the inquiries for 
“Daddy.” John C. McKeon, presi- 
dent of the Laird Schober Co., re- 
ported that “Daddy” was indis- 
posed, but that he sent his greet- 
ings to “The Hub,” and hoped that 
all the Boston boys will call on him 
when they come down to visit the 
Sesquicentennial. 


Harry Hamburger in 
Boston 


Harry Hamburger moved his 
headquarters to Boston just before 
the Boston Shoe and Leather Fair 
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main until Aug. 1. He will play golf 
and otherwise vacationize until Oct- 
1, when he will start out again to 
visit his trade with the spring line. 

“Business has been in a healthy 
condition in my territory,” Mr. 
Jones stated. “There is business for 
all salesmen who will work persever- 
ingly and persistently. Had a splen- 
did trip—way ahead of last year’s.” 















The Emmets for Welt Shoes 


Robert Emmet, Sr., who travels 
for the Interstate Shoe Co., reports 
that the Claremont, N. H., factory, 
is sold up on welt shoes to Oct. 15; 
while Robert Emmet, Jr., who 
travels for the Watson Shoe Co., re- 
ports that the Watson factory is 
sold up to Sept. 15 on its fashion 
welts. 











William J. Gessing, who covers 


Kentucky, Tennessee, Alabama s 
and Mississippi for the P. Suli. Arnold Bamberger on Trip 
van Co., Cincinnati Captain Arnold Bamberger, other- 


2 wise known as “Butterly Footwear 
of July 6 and is now permanent- Bamberger,” is now in his territory 
ly located on the first floor of 76 once more, after a three days’ greet- 
Lincoln Street. He represents the ing to customers in Boston during 
Women’s Novelty Shoe Mfg. Co., the Shoe Style Show days of July 
successors to the Lynn Novelty 6g He left the George B. Leavitt 
Shoe Co. Co.’s factory at Farmington, N. H.., 

——— last week with a full line of the new 
Joe Jones | Vacationizing Butterfly creations for fall. His first 
_ Stop was Baltimore, then Washing- 
Joseph F. Jones, the Pennsylvania ton, and then Pennsylvania. His 
representative for the Wall-Streeter territory consists of the Keystone 
Shoe Co., left “The Hub” right after State, New Jersey, Maryland, Dela- 
the Boston Shoe and Leather Fair ware, and the District of Columbia. 
for a two weeks’ trip in the Key- Prsalitaa. iches 
stone State—for “I had a dandy trip ° . 
this spring and summer,” Mr. Jones Len Burdett Had Fine Trip 
said. “I have been working 18 hours Len F. Burdett, who travels Ten- 
a day and seven days a week—and nessee, Arkansas, Oklahoma, Texas, 
I wanted to get everything ship- Louisiana, Mississippi, Alabama 
shape before I started on my vaca- and Georgia for the Burdett Shoe 
tion.” When his fortnight of addi- Co., makers of children’s, misses’ 
tional travel was over Joe Jones and growing girls’ shoes, was one 
went down to Edgartown, on the of the good workers at the registra- 
Island of Martha’s Vineyard, Mass., tion booth of the-Boston Shoe and 
in company with Lisle Miller of Leather Fair. He reported that he 
Beaver Falls, Pa., a popular retail recently completed the best trip he 
shoe merchant. There they will re- had ever had in his territory. 

















































Here’s a bunch of shoe travelers: the tried and the true “snapped” 
with Chester I. Campbell, director of the Boston Shoe and Leather 
Fair, during a “breathing spell” after the rush at the registration 
booth, July 6-8. Left to right—“Uncle Bill” Brennan, who, while 
out of the shoe business, is always ready to rush to the aid of a 
_ good cause when needed; H. P. McNulty, the national secretary; 
T. A. Delany, Chester I. Campbell and Harry P. Goss 

















BOOT AND SHOE RECORDER 


Slide Safely Through 


the Summer Slump! 


RING the “dead summer season”’ back to life—with Keds. 
Your customers know them. Boys and girls, men and 
women all over the country know Keds and are asking for 
genuine Keds by name. This means that your sales efforts 
and sales expenses are less, that your stock moves quicker, 
and that every dollar invested in Keds is working all the time. 


United States Rubber Company 


CONQUEST — a crepe sole SPORTSTER—a popular 
Keds that attracts boys and Keds for all summer ts. 
builds summer business. Grey corrugated sole de 
Made in white or brown. in white or brown. 
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Sell Your Trade on Buying 


_ Rubbers in Double Pairs 


+6 ETCHA I can sell more 
rubbers this month than 
you can.” 

“Huh! Who wants to sell rubbers 
in August? Me for the fads.” 

This dialogue or a similar one 
might take place in any shoe store 
between two types of salesmen, 
both good workers in their employ- 
er’s estimation, but each with a dif- 
ferent viewpoint. The first might 
be called the “idea” salesman. He 
has somewhere, probably from a 
trade journal, or maybe from an 
overheard conversation while hang- 
ing to a strap in a street car, got a 
new idea, and after talking it over 
with the manager of the shoe store, 
who is approachable at all times and 
can always get ideas, even from the 
stock boy up, proceeds to put his idea 
into action. What new thought is 
the “idea” man basing his bet upon? 
Here it is: 


HE retail shoe salesman, himself, 
has frequently been caught down 
town at the close of business, or 
during the lunch hour, in a rain- 
storm, with his rubbers “parked” 
under the umbrella rack at home. 
There is no escape from wet feet— 
he makes a resolution that the next 
time the skies look lowering, to wear 
his rubbers to the office. A few ex- 
periences of this kind and he queries 
himself, about as follows—“Why not 
have two pairs of rubbers? Strange 
that I never thought of it before. 1 
should buy two new pairs at the 
same time, so that they will fit my 
shoes alike. He then applies his own 
case to that of the other thousands 
of business men and women of his 
community. He as a shoe salesman 
has rubbers to distribute to the foot- 
wear consumer—as well as leather 
shoes. He has determined to put his 
idea into operation during the cur- 
rent month of July and is selling 
two pairs of rubbers with each pair 
of leather shoes sold during this 
month. He says that he is going to 
keep up these double pair sales dur- 
ing August, and then right through 
the year—and that he will apply 
this idea to overshoes also. 

This is the way that it works— 


The Business Public Needs ’Em at Home and Office 






































If canvas rubber soled shoes are given an outdoor “atmosphere” more 
pairs will be sold. Boys and girls like canvas rubber soled shoes for 


vacation days 


a customer buys a pair of leather 
shoes. While he is proceeding with 
the sale, the salesman cleverly tries 
to learn if the customer, man or 
woman, goes regularly to business. 
If he finds perhaps, that his cus- 
tomer is a six-day commuter, subject 
to the whims of Jupiter Pluvius, like 
himself, silently he hastily rehearses 
his extra-pair rubber selling talk, 
and when the sale of the leather 
shoes has been made, the “idea” 
salesman says casually, as though it 
were a stock remark, “Have you two 
pairs of rubbers?” Almost instantly, 
the salesman has the surprised atten- 
tion of the customer. Such a ques- 
tion has evidently not been asked of 
him before, and the answer from the 
customer will probably be, “No, 
what do I need two pairs for?” 


diy the “idea” salesman knows 
that the bait has been taken and 


he begins to “reel in.” He tells the 


? 


customer the advantages of having 
two “headquarters” for rubbers—his 
home, and his place of business! 
That surprise showers are bound to 
come, and that as he lives at his place 
of business as much as he does at 
his home, it is necessary to be pro- 
tected against wet feet and colds at 
both “ends of the line.” He reminds 
the business man and woman that 
two pairs of rubbers, one pair kept 
at the place of business point of de- 
parture and the other at the home 
point of departure will be advantage- 
ous, and moreover, will only be worn 
when actually needed; that thus will 
his leather shoes last longer. The 
salesman further reminds his cus- 
tomer that the wise man is not al- 
ways the one who carries his 
umbrella, or who wears rubbers, 
when not needed—but that the man 
or woman is wise, who keeps these 
articles in readiness at ach of the 
starting out points. 
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SUFFICE LAST 


_—- rd Trim 

B-271—Rose Beige Tan Kid, 

Titian Lizard Trim 7. 
Covered Heel—Light Edge 


SUFFICE LAST 


B-481—Black Satin, Black 
Suede Trim 
B.251—Golden Brown me. 
B-327A—Patent Leath 
B-787A—Black Glace Kid. 
Covered Heel— Light Edxe 


SUFFICE LAST 


= 


B-247—White Kid 6.5 
Covered Cuban Heel—Light Edge 


SAMARITAN LAST - 


B-817—Black Glace Kid....$6.00- 


B-927—Harvest Brown Kid.. 6.50 
Solid Leather — Rubber Top 
Aft 





AAA,5 -8 A, 
AA, 4%-9 B, $%-8 D, b, 3it-8 
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SUFFICE LAST 


B-331—Patent Leather $6.00 
B-341—Black Kid 6.25 
Covered Heel—Light Edze 
SUFFICE LAST 


B-907—White Kid 
B-S27—Patent Leather 
B-8S37—Biaek Glace Kid 

Covered Cuban Heel—Light Edge 


PATSY LAST 


B-261—Black Glace Kid... . 86.00 
Solid Leather Heel with Rubber Top 


PATSY LAST 


B-507—Black Glace Kid 
B-707—White Reignskin 

Cloth 

-807—Harvest Brown Kid.. 
Solid Leather — Rubber Top 


MAN UFACTURERS & DISTRIBUTORS 


* Rochester, V.% 


New York City, 612 Marbridge Bidg. 


Chicago, Majestic Hotel 


Los Angeles, 107 E. Sth Street 


Oakland, 424 Belview Ave. 


B-421—Marsala Tan Kid.... 
B-431—Patent Leather 
Covered Heel—Light Edge 


SUFFICE LAST 


B-231—White Reignoski 
Cloth, White Calf Trim. "85.25 
Covered Lleel—Light Edge 


SUAVE LAST 


B-977—Black 
ered Heel) 
B-317—Black Glace Kid.... 
B-417—Harvest Brown Kid. 
B-917—Black Patent 
Solid Leather Ileel with Rubber Top 
Lift, except 977 


SUCCOR LAST 


B-117—Black Glace Kid 86.00 
Solid Leather Heel with Rubber Top 





Send for Catalog and further 
details rega ng Business 


Building Agency Pian 
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Retail Stores Cleaning Up Well 


In Clearance Sales 


Summer Novelties Still Moving Briskly at Good Prices 


CCORDING to reports from most retail centers the usual July shoe clearance sales are meeting 
Seasonable footwear is going off the merchants’ shelves and is be- 


with good public response. 
ing turned into cash. Room is being made for fall stocks. 


demand for white footwear. 


good demand. This has been the best year for sport shoes ever recorded in most cities. 
summer novelties are still selling, in most cases at full prices. 


demand for patent leather is apparent. 


BOSTON 


Retail Shoe Trade Ahead 


ETAIL shoe stores and shoe de- 

partments report that business 
is ahead of the corresponding two 
weeks of last year. Managers and 
buyers readily admit that it takes 
hard work and much planning to 
keep ahead, but by good publicity 
methods and efficient sales forces 
their books show satisfactory gains. 
A few reported exceedingly good 
business for July, with surprising- 
ly big figures, but would not allow 
the RECORDER correspondent to pub- 
lish same. 

Sales are being conducted with 
reductions of 10 per cent to 40 per 
cent. Windows are trimmed ef- 
fectively for these sales, with as 
much care given to the trim as if 
it were the first of the season. 
Store hours are from 9 to 5, with 
some shoe stores and all of the 
shoe departments of the big stores 
closed all day Saturday. There 
has been a big business done on 
white shoes. There is a demand for 
Cuban heels. Sport oxfords are 
moving well. One-straps in black 
and tan with combination trims are 
in demand. 


Good Response to Sales 


HE summer clearance sales con- 
tinue in full swing. There is 
less publicity than usual being 
given to these sales, and price 
slashes have been rather modest, in- 


dicating that the retail merchants 
here are not overburdened with 
stocks requiring bally-hoo methods 
and deep price slices to move. 
Along with the cleafance shoes, 


Cra ee 


Oe SHOES AMD NOSIERY 
Special Features in the Great 


REMODELING SALE 


in the O-G Madison Street Shop 
the Brtiplees of Amartes's Foremost Foohooar Fashion! 


At 
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Mid-west stores have started their 

summer clearances. Prominent 

among them is O’Connor & Gold- 

berg in Chicago, with their re- 
: modeling sale 


a1 19 








which are mainly of the colored kid 
and early spring type, white shoes 
are offered at reduced prices, but 
among whites, fewer bargains are 
noticeable. Real summer novelties, 
however, are still commanding full 
prices and are in good demand. An 
exception possibly should be made in 
the case of Deauville sandals, on 
which a number of retailers have 
cut prices rather sharply. Deau- 
villes which were selling around $12 


More hot weather has speeded up the 
In all parts of the country, sports shoes, for both men and women are in 


High style 


Swinging toward fall a strong consumer 


and $14 a pair can now be had at 
about half these prices. 

While prices on colored kid shoes 
have been cut to some extent, these 
shoes are still in fair demand.: 
Grays, especially, are still selling 
well and some merchants have added 
to their lines of grays recently. 

Real summer weather, plus some 
price reductions are sweeping out 
whites in good shape. It is doubt- 
ful, however, if the total volume of 
white business this year was up to 
that of last year. The local mer- 
chants had anticipated this to some 
extent, and present stocks of white 
are not burdensome and there will 


be few whites carried over. 
Clearance Sales Running 


HE situation in the Cincinnati 

retail stores during the past 
week has not been out of the ordi- 
nary in any respect. Clearance 
sales are on almost everywhere-and 
the final effort to push out white 
footwear is at its zenith. 

The most outstanding demand 
from customers who are not buy- 
ing to take advantage of reductions 
has been felt on the tailored types 
of shoes, in patent and the reptil- 
ian kinds mostly. 

Shoe department managers and 
proprietors of individual stores 
seem to be buying fall merchandise 
rather cautiously and stressing the 
importance of clearing out what 
they brought in early in the season. 
Consequently, most of the newspa- 
per advertising features price. No 
one has yet come out prominently 
with a fall style announcement. 





CINCINNATI 














52 BOOT. AND SHOE RECORDER 


2% 





Blucher Oxford 


Tangerine Elk with neat 
perforations and smart 
brass eyelets. Has soft 
box and Spartan out- 
sole. 























Style 
No. 304 





Play Shoes 


Tangerine Elk blucher 
with small perforations, 
Spartan sole, soft box 
and brass eyelets. 












Boys’ Play Shoes 


Famous for its sturdy 
smartness. Note the per- 
forated shield tip and 
brass hooks. Double row 


of orange stitching gives 











Do You Merely Sell 
Children’s Shoes— 
—or are you taking 
Care of Children’s 
feet? 


This marks the difference in hun- 
dreds of instances between the Junior 
Department that is just getting by and 
the one that is going big; the differ- 
ence between one-time and regular 


customers. 


It is our claim that the store selling 
Ferris Shoes is consciously and actual- 
ly taking care of the feet of its children 


customers, because every Ferris Shoe 
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snap. Stout sole. 





is made over a last that has been 





sculptured to provide for the needs of 





the growing foot. 
















ios three of the new Fall 


series are here shown 








me FERRIS SAGE se. 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes 
PHILADELPHIA 
Welt Factory at Philadelphia, Pa.—Turn Factory at Cleveland, O. 
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Business Good 
ESPITE adverse weather con- 
ditions and record cold days 
during the past week, which tended 
to materially slow up the buying of 
white footwear, local shoe mer- 
chants report a good volume of 
business for the week ending July 
17. Summer sales are now the or- 
der of the day in most shoe stores 
and the public is responding to the 
sales offerings and purchasing new 
footwear. An interesting phase of 
the present sale period is the fact 
that price cuts are much less dras- 
tic than they were a year ago and 
yet the volume of business very 
closely parallels the sales record 
of last year. 

White shoes have slowed up ma- 
terially during the past week due 
to the extreme cold weather. Light 
kid shoes are also showing a ten- 
dency to move less freely, and at 
present the real demand is for 
black shoes, particularly patent 
leather. 

The men’s shoe business is still 
lagging behind. Novelty footwear 
for the younger man is selling free- 
lv in the lighter shades, and local 
merchants report a response to the 
advertising which has been done on 
light weight footwear, but the vol- 
ume is not as large as it should be. 


- 


Summer Novelties Sell Well 


T is the unanimous opinion 

among shoe retailers here that 
the white season was a failure. 
With the inauspicious beginning of 
a cool spring it was hoped that 
warmer weather would bring white 
shoes to the foreground. It failed 
to do so and as a result sales in 
white shoes fell behind those of 
last year. 

At one of the leading shops, cre- 
tonnes, white Panama and white 
raffia have been and are still sell- 
ing in preference to the whites. 
For the most part, however, pat- 
ent, light tan reptiles, black suede 
trimmed with patent, and black 
reptiles, also patent trimmed in 
gray or tan reptile are selling in 
preference to white shoes, and will 
lead right through for fall wear. 
Patent, without a doubt, is the 
day’s best seller. 

Most shops are now in the midst 
of clearances. In some cases broken 
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lots in whites, also colored kids as 
well as shoes trimmed in the light 
colors, are being sold at reduced 
prices. A popular form of dispos- 
ing of shoes as well as other wear- 
ing apparel seems to be in the sell- 
ing of “two for the price of one.” 
The Lincoln Shop, for instance, ad- 
vertised 3000 pairs of shoes to re- 
tail at $3.45 per pair or two pairs 
for $6. The regular selling price 
being $6 per pair. The public took 
advantage of this offer and the 
store was filled beyond capacity 
with bargain seekers. The Hub, 
too, is carrying on a sale of “two 
pairs at $5.” 

Entirely new is the Japhro boot 
for riding. The height is 6% in. 
and is fitted over leggins or 


| 





Five Pound Shoes 


Irish shoes, weighing 5 Ib. 
to the pair, were brought to 
the Boston fair by Arthur 
Butman, chief of the shoe and 
leather division, U. S. Depart- 
ment of Commerce. Winstan- 
ley of Dublin made them. 

It looked as if 4 of the 5 Ib. 
of weight in the shoes was 
made up of leather, and the 
remainder of hob nails in the 
soles and metal plates on the 
heels. 

Uppers are of cow hide, 
with the grain side in and the 
flesh side out, and that flesh 
side has the old-fashioned 














| wax finish. 





breeches. This boot opens at both 
sides with a strap encircling ankle 
which can be drawn to tighten. 
The boot, carrying a leather heel, 
is all leather lined and may be ob- 
tained in patent or tan calf at $15. 

Men’s light weight shoes met 
with phenomenal success. Young 
men eagerly discarded the heavy 
weight, and men’s business was 
greatly stimulated thereby. For 
the fall men’s shoes will have a 
tendency toward narrower toes and 
higher heels. 
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mer footwear more this July per- 
haps, because of the backward sea- 
son and the fact that the few re- 
maining weeks of warm weather 
call for lower valuation on sum- 
mer shoes. 

The white season was good but 
brief. White shoes have sold well 
while they were selling, but with 
comparatively few warm days and 
a wealth of light and airy types of 
footwear, most of it in light colored 
leathers, the white trade has suf- 
fered. 

Colored dresses in vivid hues, too, 
have served to popularize pastel 
shades in leather against the white 
footwear and the uncertainty of 
the weather with sudden rains has 
held back the white interest. 

Probably the most popular pat- 
tern in Chicago right now is the 
one strap pump in its many va- 
riations and the strip pump in pat- 
ent leather with light tan or blond 
or reptile strip trimmings on vamp 
and quarter. The most frequently 
seen type being the strips of rep- 
tile or blond leather looped over 
the toe almost to the sole, joining 
and slashed across the quarters. 
In some cases a reptile or blond 
heel is favored, in others a cov- 
ered wood heel in patent. 

Blond shades are still popular 
with a slight favoring of the red- 
der or the sauterne shade and mer- 
chants feel that this will gradually 
work about a more coffee colored 
tan for fall favor. Black kid has 
sold well, particularly in the oxford 
types with the “stubby” toes and 
cut-out vamps and quarters, al- 
though patent will lead even in 
these lines. 

Trade in the men’s lines has been 
good. Light tans have sold well 
and the blond shades particularly 
so in the lower priced lines. Up- 
ward from $7 these light shades 
have not been popular. Blacks still 
are growing in demand and sur- 
prisingly enough the heavy soled 
types are being called for at this 
early date. 








CLEVELAND 
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Good Response to Sales 


HICAGO’S July shoe sales are 
sailing into full swing in both 
the Loop and the outlying districts 
with very successful returns. The 
public generally has responded 
quickly to the lower pricing of sum- 








Business Normal 


ETAIL trade here generally is 
about normal for the season, 
There are stores in both the shoe 
trade and outside it that are estab- 
lishing new sales records for June 
and July, but they are excepticns. 
The weather here has been back- 
ward, with temperatures low and 
much rain. July has been warmer 
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and trade has spurted. Reports in- 
dicate that the white season has 
been a fair one, with the white kids 
leading in sales. Light kids and 
parchments are going strongest at 
this time, but the trend is toward 
blacks. 

Representatives of shoe manu- 
facturing plants that are stationed 
here report that merchants are 
ordering for fall at a rate that in- 
dicates they expect business to be 
above the average this year. Orders 
run largely to blacks, with patent 
leather, straps and pump models 
figuring heavily in the advance pur- 
chases. 

The merchants have to this time 
been able to keep their lines mov- 
ing without resorting to unusual 
stimulation in the form of special 
sales, although buyers have been 
picking up bargain lots and featur- 
ing them for the purpose of getting 
shoppers into their stores. This is 
a healthy condition. 

Merchants here, as a rule have 
been buying carefully, and now 
there are no stocks on hand to 
cause embarrassment because of 
their size as a rule. Now and then 
merchants have been caught without 
certain popular models they did not 
buy heavily enough of, and many of 
the larger merchants are of the 
opinion that such buying in small 
lots for the fall may not prove poli- 
tic. These merchants are expect- 
ing a spurt starting with Septem- 
ber. 

This feeling is borne out partly 
by bank statements. The National 
City Bank, which is regarded as the 
Standard Oil Bank here, forecasts 
good times for the latter half of the 
year. 





Trade Normal 


HE retail shoe business is pro- 

gressing on a normal basis and 
shoes are being moved in the clear- 
ing sales in fair volume only. 
Greater demand was anticipated for 
the July sales than has developed 
and this situation applies to all 
stores. Some very desirable mer- 
chandise is being offered, but where 
the patterns and materials are pop- 
ular the deduction has not been 
very large. 

Slow moving patterns have re- 
ceived the knife and the sacrifice 
has been severe. Whites are mov- 
ing freely. The hot weather has 
stimulated the demand for this foot- 
One store stated that if the 


wear. 
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hot weather continued another week 
they would carry over fewer pairs 
of white shoes than any previous 
season. 

There has been an increased de- 
mand for patent leather. This is 
ecutstanding. A popular priced 
store reported patents, 40 per cent, 
and whites 60 per cent. In this 
same institution ten days ago whites 
were selling 12 to 1 against patent. 

The call for plain patent leather 
is becoming more pronounced. This 
is not a wish of the operators, for 
a majority are showing patent 
trimmed with reptile, but a trend 
being created by consumers for 
plain shoes, if the reports in a num- 
ber of stores are to be accepted. 
Black satin is stirring from its 
lethargy of recent months and a 
few pairs are being sold which 








Heart Shaped Heels 


The Gulliford Wood Heel 
Co. of Lynn is producing a 
few heels whose bases and 
top lifts are shaped like 
hearts. Some Lynn firms are 
using these heels on shoes. It 
takes hand work to get the 
heart shape, so the supply of 
the heels is limited. 











some predict is a forerunner of a 
revival of this material. 
Men’s shoes have been active dur- 


ing the past few weeks. Sports 
shoes are reported as being good. 
White buckskin trimmed in black 
calf, also two-tone tan effects are 
popular. Broad toes and soft boxes 
have the call in lasts. Blond shades 
of calf have suffered recently and 
the demand, which looked rather 
healthy when they were first intro- 
duced, has subsided considerably 
since that time. Light-weight or 
featherweight shoes have not 
scored heavily in the demand. Me- 
dium weight soles have received 
the large end of the volume of the 
business. Light tan is the prefer- 
able color selected by young men. 
A medium toe is being sold to men 
of the older type. 


| MILWAUKEE | 


Some Slowing Down 


[ P to July 10 the volume of busi- 

ness in Milwaukee stores held 
up very satisfactorily, but a slow- 
ing down of sales and generally 
quiet conditions prevail throughout 











the city at the present time. Open- 
ing advertisements regarding clear- 
ance sales brought immediate re- 
sponse, but interest is gradually 
waning, and no great activity is 
anticipated before the opening of 
fall business. 

Colored kids continue in activity, 
but the demand for patents and 
other black shoes has been show- 
ing a marked increase. There is 
also a demand for patents with rep- 
tile trims and all reptile shoes show 
enough activity to augur well for 
fall. 

Reports on the white season are 
varied. Some stores have been 
well satisfied with their white 
trade, while others find that their 
stock on hand in whites is larger 
than might be desired for this time 
of the year. As a result prices on 
whites are being cut along with 
other late spring and summer mer- 
chandise. 

The demand for men’s shoes is 
also slowing down as the summer 
season sets in. Light tans and 
blonds are both holding up fairly 
well for late summer business in 
the light weight types sponsored 
for hot weather wear. 


| MINNEAPOLIS 


Trading-Up Movement Gains 


HE fourth successive month 

has seen an increase in busi- 
ness among Minneapolis shoe men, 
a canvass among leading dealers 
of the city reveals. Northwest con- 
ditions, frankly, leave much to be 
desired. Excessive drouth of an 
unprecedented nature had just 
about ruined the crop apparently, 
when timely rains came on over 
a good deal of the territory and 
saved the situation. Crop pros- 
pects now are fair and with rea- 
sonable prices, bankers and agri- 
cultural experts say, the farmer 
who really is the man behind in 
this territory, will have some 
money to push into buying this fall. 
The fact that there has been a con- 
sistent gain, month against month, 
of 1925, in the retail shoe trade 
over the past third of the year is 
regarded as evidence that business 
is holding up, though it is true that 
this is not the case with some other 
lines. 

A tendency to get away from the 
cheaper grades of footwear after 
experiences not altogether satisfac- 
tory, is one of the factors helping 
in the increase, dealers say. Women 
are coming back to a better shoe 
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“ TheNew 


BUGTER BROWN 
tor Boys GALT td SHOEG 7 Uirls 


An Outstanding Development 





F334—‘‘Buster Brown’’ 
Girls’ patent Lola strap, plain toe, 1-inch rubber heel, welt, 


Footshaping Health Last No. 36, A, B, C and D, 24%/7.83.60 


F334—Misses’ same, %-inch rubber heel, Footshaping Health 
Last No. 1, B, O and D, 11%4/2 2.85 


F334—Child’s same, spring heel, C and D, 8%/11..... 2.40 


eee eee eee eee eee ee es 





Complete Sample Lines Are Carried 
at the Following Points: 


GENBRAL OFFICES AND 
SALRS 8 
Washington Avenue, 
16th to 17th Street, 

St. Louis 
ATLANTA SALES Room 
225 Peachtree Arcade 
BALTIMORE SALEs Room 
100 N. Eutaw Street 
BIRMINGHAM Sates Room 
Morris Hotel 
Boston SALEs Room 
183 Essex Street 
CuHIcaco SALES Room 
Rooms 206-207 Security Bldg. 
189 W. Madison Street 
CINCINNATI SALES Room 
414 Edwards Bldg. 
CLEVELAND SALES Room 
260-290 The Arcade 
Deyver SALEs Room 
403 Jacobson Bldg. 
Des Mornes Sates Room 
226 Frankel Bidg. 
Derroir Sates Room 
408 Temple Bldg. 
Fort Wort Sates Room 
Burton Bidg., 7th and Main 
INDIANAPOLIS SALES Room 
470 Century Bidg. 
Kansas Crty Sates Room 

807 Central Street 


Los ANGELES SALEs Room 
314-315 Severance Bldg., 
105 West 6th Street 
MINNBAPOLIS SALES Room 
507 Boston Block 
Nupw ORLEANS SALES Room 
518 Godchaux Bldg. 
New York Sates Room 
144 Duane Street 
OKLAHOMA CiTy SALES 


Mercantile Sample Room 
PHILADELPHIA SAaLeEs Room 
318 Forest Bldg. 
PITTstuRGH SALES RooM 
Hotel Henry 
PORTLAND SALES Room 
Multnomah Hotel 
PaociFio Coast DEPARTMENT 
412-417 Pacific Bidg., 
San Francisco 
San ANTONIO SALES Room 
401 Hicks Bldg. 
SBATTLB SALES Room 
607 Terminal Sales Bldg. 
Waco Satzs Room 
203 Provident Bldg. 
Wuee.ine Sates Room 
213 Riley Bldg. 
Wion1Ta SALEs Roo 
426 Butts Bldg. 











EALER and consumer interest will be cen- 
tered on the new Buster Brown Health Shoes. 


Made over the new Buster Brown Health Foot- 
shaping Lasts they have decidedly improved last 
measurements, a new “sprung-up” flexible shank, 
a shaped-to-nature heel seat, a 100% wool heel 
cushion, a special flanged rubber heel, a new upper 
pattern cut and other new features. 


No mere printed description of these new features can con- 
vey to you their very great importance in foot-training and 
sales appeal. You will want to see the new Buster Brown 
Health Shoes, so that you may be informed on a develop- 
ment that is certain to greatly influence the trend of chil- 
dren’s shoe manufacture. 


Salesmen are now in the field. A special Buster Brown 
Health Shoe Catalogue will soon be off the press. Write 
for it. 


Wwaws Gaoe Gouge, 


Manufacturers 


U. S. A. 


ST. LOUIS 





Buster’s Picture 
in Every Pair 





F330—‘‘Buster Brown’”’ 
Girls’ patent Sunny tie, 3-eyelet oxford. brown Lisard 
trimmed, plain toe, 1-inch rubber heel, welt, Footshaping 
Health Last No. 36, A, B, O and D, 24%4/7.......... $3.65. 
F330—Misses’ same, %-inch rubber heel, Footshaping ga 


Last No. 1, B, C and D, 11%/2 
F330—Child’s same, spring heel, C and D, 8%/11..... $2.75 
F331—Same sizes, widths and prices in tan Russia, tan 

/ Lizard trimmed. 
F332—Same sizes, widths and prices in Thrush Elk, with 

Larchwood calf trim. 


When writing to advertisers please mention Boot Ano SHoe Recorver 
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and are willing to pay the price. 
Simpler designs of the - higher 
quality are more in demand. More 
tailored effects are selling. Opera 
pumps, with or without buckles or 
ornaments are popular, cut steel 
ornaments being particularly good. 
Patents and black kids are getting 
many a call, and the darker shades 
of lizard and alligator models are 
replacing the gayer colors. Whites 
seem to be in for a short season be- 
cause of the weather and the wide 
variety of novelty colors that came 
on so early this year. 








| SAN FRANCISCO 





Retail Volume Exceeds Last Year 


We crane strong selling 
among all types of shops, char- 
acterized the opening days of the 
midsummer clearance season in 
San Francisco retail shoe stores. 
The volume thus far, exceeds by, 
perhaps, 10 per cent, that of the 
summer sale period of 1925, and 
there is every indication that sell- 
ing will continue brisk throughout 
July, thus clearing the way for the 
purchase of fall stocks. 

The demand for white footwear 
grew from week to week during 
June and the sales events are fea- 
turing special prices on white 
models, giving added impetus to 
these items. Parchment kid in 
light shades, darker kids, black pat- 
ents—are selling well and there is 
no marked favoritism for any 
styles or materials. All kinds of 
sport models also enjoy a good sale. 
The belief is that the volume on 
these will steadily increase, as the 
crépe and flexible sole models and 
the low heels and comfortable lines 
are peculiarly adapted to western 
outdoor conditions, and younger 
women especially, wear the sport 
shoe for business as well as out- 
door recreation. 

The slump in children’s shoes, 
generally prevalent during past 
weeks, is showing improvement and 
sales events for juveniles have been 
fairly well patronized. 

Men’s departments and exclusive 
shops are participating in the gen- 
eral activity, created by sale prices, 
offering a welcome relief to the 
marked inactivity of the past few 
weeks. Every effort will be made 
to clear out the extremely wide last 
effects, since the cut of trousers 
will be more conservative, and men 
will naturally prefer the narrower 
last shoe models. 
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Wind Forms New 
Corporation 

BrRocKTON.—Max E. Wind, presi- 
dent of the Wind Innersole and 
Counter Co., who recently pur- 
chased the Brockton Welting Co. 
factory here, has formed a new cor- 
poration for the manufacture of 
high grade weltings. Charles E. 
Turner, for twenty-five years in 
charge of the Brockton Welting 
Co. plant, has been engaged as gen- 
eral superintendent of the new fac- 
tory. Mr. Wind will continue his 
innersole business. New machinery 
capable of manufacturing 70,000 
yd. of welting a day has been in- 
stalled. Officers of the new corpor- 
ation are: Max E. Wind, president 
and treasurer; A. W. Horowitz, 
vice-president, and Rosetta Ganley, 
secretary. 


To Start New Factory 
in Brooklyn 





S. Beker 


Lou Friedman 


BROOKLYN—A new shoe producing 
firm, under the name of Beker & 
Friedman, Inc., has been formed and 
shortly will start production in 
quarters at 25 Lafayette Street. 
The members of the firm are Lou 
Friedman, stylist and sales manager 
for the Artistic Shoe Co. for the last 
four years, and S. Beker, one of the 
founders of the Artistic Shoe Co. 
Mr. Beker recently sold out his in- 
terest in that firm. 

The new concern will produce a 
high grade line of turn shoes to re- 
tail at $10. According to Mr. Fried- 
man, a careful survey of the retail 
shoe field has disclosed a growing 
demand for high grade shoes to re- 
tail at $10, and it is on his line that 
the company will center its efforts. 
While the shoes will be built with 
the $10 price in mind, it is said noth- 
ing in the way of quality will be 
sacrificed. The company will pro- 
duce a general line, including both 
plain and fancy effects. Production 
will start about Aug. 1 and sample 
lines are now being made. 

Mr. Friedman has been successful 
in the styling and selling field, while 
Mr. Beker is well known as a pat- 
tern maker, leather buyer and prac- 
tical shoe manufacturer. 
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Has Long Service Record 
in Shoe Trade 





Benjamin R. Beals 


One of the many visitors at the 
BooT AND SHOE RECORDER’S booth at 
the Boston Style Show, was Benja- 
min R. Beals of South Weymouth, 
Mass., a native born New En- 
glander and a shoe factory worker 
with an unusual record for con- 
tinuous service. Mr. Beals, who is 
71 years of age, began his shoemak- 
ing career more than fifty-five years 
ago. On Dec. 30, 1870, he started 
operating a footpower Singer ma- 
chine, stitching boot tops. About 
twelve years ago Mr. Beals went to 
work for Alden, Walker & Wilde, 
Inc., East Weymouth, Mass., as a 
Goodyear stitcher, and has since 
continued his employment with that 
concern. A remarkable fact in ref- 
erence to Mr. Beals’ long career as 
a stitcher in shoe factories is that 
he has never been ill during the en- 
tire time and continues at his work 
daily as in years past. 


More Fall Orders 


ROCHESTER, N, Y.—Local shoe fac- 
tories report more fall orders on 
the books at the present time than 
they have had at the same time 
during the past five years. 

Gus Schaub of the Sherwood 
Shoe Company visited the Boston 
Style Show last week and reports 
some very good orders. He states: 
“We are busier now than we have 
been for some time, and we have 
built up our organization so that 
we are able to give the merchants 
the service that they desire, both 
in style and deliveries.” 
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“My hat goes off to 
W. B. Coon’s 309 last” 


From a New Jersey retailer 


of Mm cht rs* mt, 


“I am at this time writing to inform you 
that I have been in the shoe business prac- ; 
tically all my life and during that time have | 
handled nothing but good shoes. 


_ “Today I’m running an exclusive women’s 
shop, my shoes ranging in price from $8.00 
to $14.00. 





ht © & @& hos 


“During all my time in business I have been 
looking and experimenting with combina- 
tion lasts, and at last have struck one that 
hits the nail on the head in every respect. 


“My hat goes off to W. B. Coon’s 309 last. 
The best I’ve ever seen.” 


We don’t know what lines or lasts you are 
carrying but we do know that if you are 
featuring fit, you owe it to yourself to get 
acquainted with our wonderful 309 last. 


AS me 6 65 6.4 64 OO Oe Ow eS 
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com> me, 


A catalog, samples or salesman will be sent 
upon request 
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165 N. Water St., Rochester, N. Y. 
Chicazo Office: 189 W. Madison St. J 


When writing to advertisers please mention Boot AnD SHOE RECORDER 
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Factories Busy Producing Shoes 
on Initial Fall Orders 


Healthy Condition of Trade Indicated in Buying Trend 


EPORTS from the various shoe producing centers around the country continue highly optimistic. 
With very few exceptions, the orders on the books of manufacturers are far ahead of those of 


last year at this time. 


retail merchants is along lines that indicates a most healthful condition of the trade. 


The fall season has started off in a most auspicious manner. 


Buying by 
There is no wild 


buying, no scramble for one particular type of shoe, but a real steady demand for many styles and 


types. 
simplicity. 


time. 


| LYNN | 


More Business Reported 


ORE oxfords, more welts, 

more blacks, simpler styles 
and larger sales sum up Lynn’s 
circumstances this week. Factories 
are busy on shoes for Aug. 1 and 
Aug. 15 deliveries. 

Side lace oxfords, with open 
fronts, feature some lines for mid- 
summer. These are in the semi- 
dress class. Sport oxfords and 
street oxfords are introducing 
fancy eyeletting and fancy lace 
staying. Eyelets are round, oval, 
square or angular, of various col- 
ors, or composition, some conspicu- 
ous and some invisible. It is 
doubtful if ever before were there 
as many different novelty eyelet 
and lace patterns. Yet strap ef- 
fects and step in styles continue 
good. 

Gain on welts is not cutting into 
McKay lines, for McKays are sell- 
ing in larger volume. Lynn’s en- 
tire business has taken an up swing. 

Patents lead in blacks, supple- 
mented by kid or calf in suede or 
grain finishes, and satins and vel- 
vets for fabrics. Reptiles continue 
in use for trims. Tans, in medium 
shades, lead in oxford models. 

Linings in black shoes are gray 
or champagne. Few black linings 
are used to match black uppers. 
That is for the protection of light 
colored stockings. 

Lasts are shaped according to the 
character of the shoes, narrow toes 
and high heels for formal dress, 
wider toes and heels a trifle lower 
for semi-dress, and squarish toes 





and lower heels for sport oxfords. 

Soles are running a trifle heav- 
ier on fall models, and, also, of bet- 
ter quality. A decline in prices of 
fine soles and an increase in prices 
of cheap, light weight soles brings 
about this larger use of better 
soles. 

Of boots, not much can be said 
at the present. However, some 





















Snaps on Heels 


Abraham Goodwin of the 
Lynn Last Co. has an ingeni- 
ous little idea, that of a snap 
fastener for wood heels, on 
sample shoes of the “pullover” 
type. 

This snap fastener is not for 
regular shoes, for heels on 
such shoes must be securely 
fastened. It is merely a tem- 
porary fastening for wood 
heels on those samples that 
are just pulled over the last 
to show the style. 

Heels are snapped on and 
off in a jiffy by means of this 
snap fastener, and it is not 
necessary to glue, nail or 
screw them to the last. 











Lynn firms continue to experiment 
with them, and something interest- 
ing may come later. 


4 BROCKTON | 


Production Increasing 
NCREASED production on fall 
and winter orders is developing 
slowly, although practically every 





New patterns are being shown, but they fall in line with the general trend, toward stylish 
Indications point to a season in which quality will count for more than it has for some 
Black is still the leading color, with patent heading the list of materials, in women’s shoes. 


shop in the city is operating most 
of the week. Three of the biggest 
concerns have just finished sending 
the first of their fall run output 
through the packing rooms. 

Salesmen are gathering at some 
plants preparatory to leaving again 
to show the new fall lines which 
seem to have created a most favor- 
able impression among buyers. One 
manufacturer here tells the story 
of being commended by a New York 
buyer for the simple yet stylish 
patterns in men’s lines prepared 
for the fall trade. Practically every- 
thing going through the cutting 
rooms now is in the low-cut style 
for men, with few high shoes, and 
these mostly in blacks. A large 
number of more blunt toed pat- 
terns for women will be made up, 
judging from the early reports re- 
ceived from the showings at the re- 
cent Boston exhibit. Women like 
to have their feet appear smaller 
and these styles certainly carry out 
the deception. 

Call for in-stock shoes has prac- 
tically ended, although there are 
occasional rush orders for a few 
patterns. Parcel post shipments of 
these orders were almost negligible 
last week. Freight and express 
shipments have remained prac- 
tically the same for three weeks. 


| HAVERHILL | 


Fall Gets Early Start 


EVIVAL of cutting activity in 
local factories points to fall pro- 
duction getting an earlier start than 
usual in the local industry. The 
shoe men after returning from the 
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[CHE gentlewomen of Paris and the 


gentlewomen of New York are show- 


ing especial favor to smartly elegant shoes 


of Black Kid. 


Which means that the gentlewomen of . 
America will follow their lead this Fall. 


SURPASS LEATHER COMPANY 
17 Battery Place, New York 


























“It Takes on Added 


| Beauty in the Shoe” 


When writing to advertisers please mention Boot anv SHor RecorvER 
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recent Boston style show and through 
consultation with their salesmen 
appear highly optimistic on the new 
season. Interest continues centered 
on McKays with all the McKay 
plants already quite active. 

Turn production is featured by the 
call for better grade merchandise 
and several of the leading producers 
have graded up their lines to meet 
this welcome demand. The spurt 
taken by welts is cause for further 
local encouragement, and while the 
welt end of the local production has 
dwindled to small proportions, it is 
still retained with fond hopes of its 
future prosperity. Growing regard 
for Haverhill-made shoes is reported 
manifest by the shoe men. The 
record of production and deliveries 
made during the spring season is 
serving the shoe men in good stead. 
Receipts in the city of raw materials 
and manufacturing goods indicate 
early season activity planned by the 
majority of the shoe and allied 
plants. 

The style atmosphere is fast be- 
coming clarified and the shoe man a 
fairly accurate forecast of the style 
trend. The popularity of the strap 
pattern and the cutout oxfords ties 
is conceded and these lines are re- 
garded as “sure fires.” Smart opera 
pumps for evening wear are, as ever, 
popular. Patent leads the way in 
materials, with suéde next, followed 
by kid. Both black and brown suéde 
are good, while two shades of tan 
are used in the kid. 


MILWAUKEE 


Factories Busy 


[LWAUKEE shoe factories are 
very busy at the present time 
working ahead on fall lines. In 
cases where salesmen have already 
taken early fall samples on the road 
the firms are now filling their first 
orders, but the majority are hold- 
ing off until the latter part of July 
before sending their new lines out 
for the inspection of the dealer. 
Local manufacturers seem confident 
of a good fall trade and consequent- 
ly are working ahead in order to 
be prepared for the early demand. 
Factories making men’s shoes, of 
which there are a number in Mil- 
waukee, are regarding darker 
shades of tan with marked favor. 
Considerable attention is also be- 
ing devoted to Scotch grain leath- 
ers and others of this character. 
Black is figuring a little more 


prominently in the fall lines, a nat- 
ural tendency, as blacks always sell 
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better in the fall months than they 
do for spring and summer wear. 
Styles apparently have a greater 
amount of snap than ever and a 
slight trend to narrower toes may 
be noted, particularly in the higher 
priced lines. 


| BOSTON | 
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types, built on good lines, are in de- 
mand. 

The activity of shoe manufactur- 
ers is reflected strongly in the 
leather market here. There are 
many new shades and tannages 











ST. LOUIS 














Wholesale Market Busy 


a shoe factories and 
those of New England, gener- 
ally, are exceedingly busy on ac- 
count of orders booked at the Bos- 
ton Shoe and Leather Fair and at 
sample rooms, not only during the 





Advertising in China. The sign 
reads “For papa’s shoes, Stand- 


ard Kids are best. Printed in 

bright colors on heavy cardboard 

and punched for hanging on the 
wall or in display case 


days of the fair, but during the past 
two weeks. Manufacturers and 
wholesalers had been much encour- 
aged by the orders which their 
salesmen brought to them when 
they returned from their country- 
wide trips just before the Boston 
fair—many of the shoe travelers 
reported—“Most successful trip I 
have ever had.” The fact that this 
business was followed by the heavy 
buying of the past two weeks has 
put this market into a happy and 
active condition. The remark, 
“New England is coming back 
strongly” is heard on all sides. 

It is reported that 75 per cent of 
the volume of orders in the works 
is on shoes with refined lines and 
of good quality. Black velvets and 
suedes appear in the new numbers; 
Stroller tan is a popular leather 
shade. Stylish welts and airy 





offered. 
Trade Healthy 
HE report on general business 


just issued by the Eighth Dis- 
trict Federal Reserve Bank indicates 
a healthy tone to the shoe industry 
during the month of May and the 
volume for the early part of June 
shows a gain for the month over 
the same period of a year ago. The 
report on the boot and shoe indus- 
try is as follows: “Sales during 
May were 6.9 per cent larger than 
the same period last year and 11.9 
per cent in excess of April total this 
year. Stocks on June 1 yere 11.5 
per cent smaller than thirty days 
earlier and 0.7 per cent below those 
on the same date in 1925. Orders 
received during the first half of 
June were in satisfactory volume 
and indicate a gain for the present 
month over the same period last 
year—about equal to the increase 
in May over May, 1925. Improve- 
ment extended generally through 
the entire line, but was most pro- 
nounced in seasonal merchandise, 
such as sport goods, women’s and 
children’s novelties. Factory oper- 
ation was at a slightly higher rate 
than during the preceding thirty 
days. Prices of finished goods were 
unchanged during the month and 
averaged close to levels prevailing 
at the same time last year.” 


| CINCINNATI | 


Trade Normal 


HAT much used term “normal” 
is more descriptive of shoe 
manufacturing and _ wholesaling 
conditions in Cincinnati than any 
other. It has been years since such 
wholeheartedness of endeavor has 
permeated this market. The plants, 
almost without exception, are going 
at full blast, and their products are 
enjoying cordial acceptance from 
all points of the compass if appar- 
ent indications are even only par- 
tially true. 
Without a doubt, plainer styles 
are getting major attention right 
now and it seems evident that the 


[CONTINUED ON PAGE 65] 
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If Your Jobber 
Cannot Supply You 


Order Direct 


USE COUPON BELOW 


MIRACLE 





Pat. 3-17-26 





SHOE LENGTHENER 


Reg. U. 8. Pat. Of. 


You Need This Wonder Tool—You will eventually 

buy it—Do it today—Right now while this ad is 

pane yen = a working investment—Not an 

idle fixture. 

EVERY MONTH AT LEAST 1000 MERCHANTS 

BELIEVE IN IT 

Fill Out Coupon Below and Mail, Enclosing Check, 

Money Order or C.0.D.—($6.00) 
Mailed Postage Prepaid Anywhere in U. 8. A 
Money-Back Guarantee 
es ee 


- 

& MIRACLE SPECIALTY CO. a 
§ Grand and Wyoming Sts., 6. 00 in 
a St. Louis, Mo. i 
f Kindly send me, postage prepaid, ...... Miracle Pee. ' 
~ Enclosed is . check -. money order or semi C.O0.D. 1 
@ If, after using “this stretcher for 10 days, I am not thc sroughly a 
@ —s satisfied, you agree to refund my, money. 1 
* 

B Signed—Name ... 1. see ee reece crc cccccercccrccecereceeses . 
. Street NO. ..cccccccccccccccccvcvccessscesesscevessessess | 
NS orci isi eck enicesacolei daa tain ha oineon 565% GN... chaeecanes . 
+ 


BSR 
beeseseeeeesewesssessesssssseaesssse 
JOHN LAWRIE & SONS CHICAGO, ILL. 
Distributor to the Jobbers Only 





IMPORTED —ENGLISH 
Riding Boots 
IN STOCK 


Perfect fit and perfect shape are 
the characteristic features of 
these British boots—made of 
long time tanned and so durable 
and flexible stout leather—and 
put together by real boot makers 
who have put a life time into this 
work. 












MEN’S 
16.50 PAIR 


Sizes 5% to 11 
Widths B to E 


WOMEN’S 
14.50 PAIR 


Sizes 3 to 8 
Widths A to D 


We carry all riding accessories, boot trees, boot hooks, 
boot jacks, non-rust spurs and chains. 
Also—leather puttees in large variety. 


COLT CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N. Y. 
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Send for illus- 









A most complete selection is offered the 
trade. I have choice styles in black 
and colored kid. Workmanship is what 
years of experience has shown dis- 
- criminating trade approves. 


A. W. GREELEY 


Manufacturer 


Haverhill 





Mass. 





BLACK KID* 


Brooks GYMS SHOES | 


141 Elk Sole. .$1.05 }}j| 


703 Chrome 
Sole .... 

701 Rubber 
Sole 


IN STOCK 


1.40 
1.70 


= () 
SHOE 
Street 


0 
BROOKS 
1725~35 No. 6! 





Specialists 
trated Price 
List. 


Terms 5/10— — 
Net 30 





Stock No. 1982—Smoked WILO Flexible Welt 
Riucher, Leather rane Heavy Drill Lining, Full 
Chrome Soles. 2%-5 (no heel) $1.50; pe 8 (spring 
heel) $1.75; 8%-11 (rubber heel) $2. 


No. 1980, Tan Calf. No. con. B Patent. 
Prices as above. 


DR. KELLOGG SHOE CO., LYNN, MASS. 
587 Washington Street 
(Salesmen: Certain choice territories are open) 


in 


Children’s 
Shoes for 20 





() & ar? 
i @ oe Cham Om 9} 
Philadelphia, Pa. 





IN STOCK 


Rhinestone Trimmed 
Pump Straps 





IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 
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You might as well 
have the CREDIT 


If you are operating under contract with 
the Boot & Shoe Workers’ Union, you are 
entitled to the use of the Union Stamp in 
all shoes. 


If you are not using the stamp, you are 
losing the trade of thousands of trade- 
unionists, and their families and friends, 
who buy no shoes without the identifying 
union stamp. 


You ceserve their patronage. Your deal- 


ers want their trade. 


But you cannot expect them to take his or 
anybody’s word for it that your shoes are 
union-made. 


PROVE IT by having the stamp in every 
pair entitled to it. 


BOOT & SHOE WORKERS’ UNION 


246 Summer Street, Boston, Mass. 


affiliated with the American Federation of Labor 


<por & SHOE 
WORKERS UNION 








COLLIS LOVELY 
General President 


UNION 


Factory _) 


AMP) 





CHARLES L. BAINE 


General Sec’ y-Treasurer 
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Elected to succeed itself 


as the favorite Brown 
Shade for Fall 


QUAKER BROWN 


Color 22 











The vote of foremost buyers as indicated by their 
early fall orders, plainly proves that they consider 
QUAKER BROWN the most generally satisfactory 


medium brown shade in glazed kid. 



































i! 


UD LT TT 




















QUAKER CITY MOROCCO CO. 


519 Huntingdon St., Philadelphia 
95 South St., Boston 
























When writing to advertisers please mention Boot anp SHogk Recorver 
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widespread “color” vogue of sum- 
mer has caused the present swing 
to dark shades, patent leather and 
black satin to be so pronounced. 

On every hand opinions are given 
that the retailers had best clear 
their shelves of light shade foot- 
wear within the next few weeks 
and prepare to meet a vigorous de- 
mand for rather simple affairs of 
patent, dark kid, black satin and 
modified reptilian straps and 
pumps, straps especially, with trim- 
mings of the “not-so-much-of-it” 
type. 

The Cincinnati market seems to 
gain steadily in orders for welts 
and turns although this a a great 
McKay center. This trend is plain- 
ly indicative however, of the fact 
that more Cincinnati shoes are be- 
ing made and sold for the McKays 
now being produced for fall selling 
reflect considerable styling clever- 
ness and quality dependability. 


Booth Factory Busy 


MILWAUKEE.—The Walter J. Booth 
Shoe Co., manufacturers of men’s 
dress shoes, closed down for the 
week of the Fourth of July in order 
to give the entire force a week’s 
vacation. The factory has now re- 
sumed operations and is working 
full blast, according to James H. 
Pratt, secretary of the firm. 

“We are very busy working on 
our new fall line in order to have 
it ready for the opening of the fall 
demand,” stated Mr. Pratt. “Our 
new line is featured by some very 
snappy models for young men. Tans 
still predominate but there is a 
tendency to darker shades. Scotch 
grains look very promising for fall. 
As there is always a heavier de- 
mand for black shoes in fall, we 
are adding several styles in black 
to our line. Our salesmen are off 
the road at present, but they will 
start out with their new fall and 
winter samples by the end of the 
month.” 


W. D. Moore with McAlpin 


CINCINNATI.—W. D. Moore, man- 
ager of McAlpin’s shoe department, 
is a newcomer to Cincinnati, having 
been associated with The Root Dry 
Goods Company of Terre Haute, Ind., 
for ten years up to a few months ago 
when he came here. 
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David Tober’s new shoe store, The Bootery, on Sixteenth Street, Den- 
ver, gives the woman who has from $10 to $35 to spend for a pair 


of shoes most attractive surroundings. 


The balcony is fitted for a 


lounging room, where customers may rest, telephone, smoke and be 


generally comfortable. 


The picture does not show the 40 running 


feet of window display space where George W. Baker and Mennihan 
Arch Aid shoes look their best 


He is engrossed in a clearance 
sale of ‘short lots right now and has 
purchased only on rather plain pat- 
ent, satin and dark color merchan- 
dise for fall. 

His former assistant at Root’s, R. 
W. Miller, has succeeded him in 
charge of that firm’s department. 


Horwitt in Charge at Bedell’s 


MILWAUKEE.—M. M. Horwitt is 
now in charge of the shoe depart- 
ment of Bedell’s store here during 
the absence of Meyer Weis, who is 
now manager of the shoe depart- 
ments in both the Chicago and Mil- 
waukee stores. 

On a recent visit in Milwaukee, 
Mr. Weis spoke very favorably of 
patents, patents trimmed with rep- 
tiles and all reptile shoes for fall 
wear. One unusual novelty which 
has been introduced by Bedell’s is a 
plain pump, half of sharkskin and 
half of patent. The sharkskin was 
used in making the outside half of 
the shoe and the patent for the 
inside. 


Thomson Goes Abroad 


LYNN.—John M. Thomson, of 
Thomson, Crooker Co., Boston, 
sailed recently to make his annual 
visit to his old home in Scotland. 

Mr. Thomson has been active in 
Lynn manufacturing and banking 
for many years. His shoe manu- 





facturing business, formerly in 
Lynn, is now established in Boston. 


Fisher Doubles Capacity 


STONEHAM, Mass.—A. Fisher & 
Son, starting up the Cogan factory 
here, after moving up from Lynn, 
have twice as much floor space as 
they had in Lynn, and will make 
twice as many shoes, and possibly 
more, for the factory has been 
equipped with the newest product 
increasing, product improving 
equipment. 

In addition to familiar lines of 
comfort shoes, slippers and wool 
lined shoes, A. Fisher & Son will 
make welt shoes for boys and 
youths and McKay shoes for misses 
and children. 

Shoes will be carried in stock, 
for the accommodation of custom- 
ers, and the quantity of shoes in 
stock will be built up. 


Arenz Co. Incorporated 


LA Crosse, Wis.—Articles of in- 
corporation have been filed for the 
Arenz Shoe Co. of this city to carry 
on a wholesale and retail shoe busi- 
ness. Joseph S. Arenz, one of the 
signers of the articles has operated 
a shoe store under this name for 
a number of years.- The other 
names appearing on the papers 
were: A. N. Arenz and H. Wittin- 
ger. The business is capitalized at 
750 shares at $100 each. 
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CommonweattH Snot & Leatuer Co. 


WHITMAN, MASS. 








Carried Stock 
ve 11 South Stress 


“Che 
Cots hoe Mi eee 


FOR MEN 
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BROCKTON, MASS. 








1 Atddress all communications to the tactory 





IGHEST GRADE ONLY” 














fg M. A. PACKARD CO., Makers 
BROCKTON 
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By Good Publicity He Increased Business 


Boston.—At the intersection of 
Boylston and Tremont Streets, is a 
“Totem Pole” traffic tower, past 
which thousands pass daily. So 
narrow are the two streets and so 
heavy the tide of traffic that pedes- 
trians and motorists alike sub- 
consciously begin watching the red 
and green lights to the exclusion 
of everything else as they approach 
this corner. 

Result: Everybody rushes past 
the stores near the corner in mad 
endeavor to get across the street 
while the right of way is open. 
How to overcome this competition 
was one of the Crossett manage- 
ment’s chief puzzles. Pretty girls 
attract more attention than traffic 
towers. Women like to see the lat- 
est style—and how shoes look on 
the feet. 

In Boston is a women’s sport- 
wear store carrying a very exclu- 
sive line of apparel. The idea re- 
cently came to Edgar Lyle, Cros- 
sett’s Boston store manager, that a 
live model displaying Crossett shoe 


- styles in the window might engage 


the passerby’s attention. Through 
the cooperation of B. E. Tesh, man- 
ager of the Winchester Store, one of 
Boston’s most exclusive women’s 
shops, Mr. Lyle arranged a two- 
day display of a combination of the 
merchandise of both stores. 

The model, a good looking young 
woman, with the necessary poise, 
beautifully gowned, went into the 
window at 10 o’clock promptly. In 
90 seconds, 100 people had stopped 
to look. 

Alternating in and out of the 


30 Per Cent 


This is what happened when Edgar Lyle put a pretty girl in the 
window on Boston’s busiest corner 








window with changes of costume 
and changes of shoes to match, the 
live model displayed blocked Bos- 
ton’s “toughest” corner for two 
days, with excellent results for 
both merchants. 

In your city, there is without 
doubt some brother merchant with 
whom you can work this same idea 
to good advantage for you both, and 
help boom the brotherly spirit of 
the city at the same time. This 
idea is yours, if you wish. 


He Advertises Mondays 


Store Manager Lyle reports that. 
his business has been steadily in- 
creasing. Since spring, the per- 
centage of advance has been 30. 
This he attributes to constant ad- 
vertising and changing windows 
twice a week, with an entirely new 
trim once a week. Mr. Lyle is a 
Dartmouth College man, having 
majored in selling and marketing. 
After a few years spent at the 
Crossett factory, and on the road, 
he took charge, last November, of 
the Boston store. He found that 
the first three days of the week were 
very light, and so started about the 
last week of April, on a newspaper 
advertising campaign, which, con- 
trary to all advertising traditions, 
included advertising in Monday’s 
papers, as well as in those of later 
in the week. In this way, he has 
made the first three days of the 
week as good as those of the last 
three. He also believes in close 
cooperation with his salesforce, 
and has new styles coming into the 
store every three weeks. 
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San Francisco Shoe Men Discuss 


Credit Abuses 


SAN FRANCISCcO.—Melville Kauf- 
mann of Sommer & Kaufmann, and 
Eli Gemlen, secretary and treasurer 
of the Frank Werner Company, San 
Francisco, were the principal speak- 
ers at the June meeting of The Retail 
Credit Men’s Association of San 
Francisco. The meeting was in the 
nature of a special occasion, to which 
were bidden not only the credit man- 
agers of the various stores, but also 
store heads, merchandise and adver- 
tising managers, buyers and other 
executives for the purpose of dis- 
cussing causes and effects of prev- 
alent retail credit abuses and to 
suggest remedies for the same. 

Mr. Kaufmann in his talk quoted 
figures to show that in San Francisco 
and the coast territory, merchandise 
returns in 1921 were 914 per cent of 
gross sales; in 1925 15 per cent; 
while a survey of Los Angeles for the 
first four months of 1926 showed a 
total of 25 per cent returned mer- 
chandise. 

He gave a number of reasons for 
this mounting percentage of returns, 
namely: defective merchandise; im- 
proper fittings; improperly sold, due 
to unfounded warranty or exagger- 
ated claims by sales persons; com- 
petition of stores has created a buy- 
ers’ market; multiplicity of styles 
results in confusion and indecision 
on the part of customers; the criti- 
cism of family councils held over 
every purchase by any member of 
the family. 

In discussing these reasons, he 
brought out that the remedy for 
many of them lies largely in a more 
intelligent type of salesmanship and 
the curtailing of indiscriminate 
credit granting and continuance of 
the credit privilege after repeated 
flagrant and unwarranted violations 
of the return privilege on the cus- 
tomer’s part. 

He closed his talk with a plea for 
a standardized return rules among 
all the retailers of the city and that 
the merchants abide by whatever was 
agreed upon. 

Taking compilations from his own 
company’s business as_ typical 
Gamlen showed that charge returns 
outnumber cash returns five to one. 
To be exact 24.9 per cent charge re- 
turns, as against 4.85 per cent cash 
returns. He attributed this condi- 
tion to the fact that the public has 


been fed an overdose of credit, and 
look upon their privileges as a license 
to take or have sent to their homes 
any merchandise that strikes their 
fancy, without due regard for their 
actual needs. 

Volume at any price, is the business 
doctrine and gospel that has brought 
about the abuses of retail credit in 
Gamlen’s opinion, and he censured 
the practice of advertising drives 
for 5000, 10,000, 20,000 and 30,000 
accounts by the device of easy pay- 
ments or payments that did not begin 
until some future month. 

He also urged that credit man- 
agers have a freer voice in general 
management, in buying, sales policies 
and the planning of special events. 
He offered, as well the following 
definite suggestions for formulating 
a well defined returned merchandise 
policy: 

(1) Every merchant must be thor- 

oughly sold on the idea. 

(2) A definite date must be fixed 

for the launching of the plan. 

(3) Some means, such as package 


inserts, announcing the 
change and why they should 
be used. 


(4) This leaflet should be sent out 
by the Retailers’ Credit Asso- 
ciation, or in conjunction with 
the Retail Dry Goods Asso- 
ciation. 

(5) The names of all stores ap- 
proving of the plan should be 
printed on the leaflet. 

(6) Each store to record daily all 
abuses to the Retailers’ Credit 
Association. 

(7) Retailers in turn to notify all 
stores as well as the customer. 

(8) Penalties, such as withdrawal 
of credit information from 
transgressing stores, or for- 
feiture of bond. 

(9) Legislation if necessary. 

As a result of the interest created 
by this meeting and the talks of 
these two well known shoe men, a 
special committee of nine men was 
appointed to make further investiga- 
tions and formulate a tentative policy 
to govern the return of merchandise 
and to curtail credit privileges of 
customers abusing the return privi- 
leges. This committee consists of 
three credit men, three members of 
the Dry Goods Association and three 
retailers, 





Lynch Goes with Florsheim 

BROCKTON.—Raymond J. Lynch, 
for some time employed as finish- 
ing, dressing and packing room 





foreman for the Corcoran-Gleason 
Shoe Co., has concluded his duties 
to accept a similar post for the 
Florsheim Shoe Co. of Chicago. 











AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 

















Pee F-REYNOLDS Cou. 


BROCKTON, MASS. 











STOCK DEPT.5 


SNAPPY 
ACTION! creme 
“They've Got to Be Stetson . 
to Be Snappy” oe a 
THE STETSON SHOE CO., Inc. “SY 
Seuth Weymouth, Mass. 

















Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 


est Virginia 


The best raw materials contribute to 
Uniformity. J 
Pulp Products Department 
WestVirginia Pulp & Paper Company 
Detroit NewYork Chicago 




















¥ W Cotes, Free 
W G. Donald, Vi 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


86 SOUTH STREET BOSTON, MASS. 


2 B. Jones, Trees. 
toce-Pree. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 Seuth St, 
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Write for Prices 
BEST-EVER SILPPER CO., Inc, BROOKLYN, N. ¥ 








Novelty Slipper Co. 
Makers of 
Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 
New York City 
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Swan Shoe Co., Baltimore, Md. 








Highest Grade Turn 
Mules and D’Orsays. 
Satins, Kids and 
Fancy Patterns. 
Samples sent on 
equest. 


THE FASHION SLIPPER MFG. CO. 
56 Myrtle Ave., Brooklyn, N. Y. 














PARISTYLE FOOTWEAR MFG. CO., INC. 


Washington A Sreshive. N. ¥. 

New York Office, Room 1116, 1328 B’way. 

HIGH GRADE TURN MULES and D’ORSAYS 

Satins, Kids, Brocades and Fancy Patterns. 
$24.00 per doz. and Up. 




















EMIL RUBLACK 


Maker ef Artistic 
Price and Sale Tickets 
Samples Sietied. Free on 
140-142 WEST BROADWAY 

Ne. 140— NEW YORK 





Yi $275 per 100 Established 1903 
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Reminiscent of the Boston Shoe and Leather Fair. 


July 24, 1926 


Showing a 


hali full of displays and the balcony runway 


Rochester Merchants Fea- 
ture Recorder Article 


ROCHESTER, N. Y.—Allen B. 
Draper, secretary of the Rochester 
Retail Shoe Dealers’ Association, 
used a reprint of the article, “Is 
Small Retailer Doomed,” which ap- 
peared in the July 10 issue of the 
BooT AND SHOE RECORDER as a 
means of stimulating interest in 
the activities of the association and 
mailed a copy of the article to every 
member of the association and to 
all prospective members. 

The Rochester Association has 
been very active during the past 
season, but meetings are now dis- 
continued until early September 
when a booster meeting will be 
held to stimulate interest in the 
convention of the New York State 
Retail Shoe Dealers’ Association 
which will be held in Poughkeepsie, 
Sept. 13-14. The officers of the 
Rochester Retail Shoe Dealers’ As- 
sociation are: Fred L. Myers, pres- 
ident; Leonard Goldstein, first vice- 
president; Jack Collet, second vice- 
president; Philip Leckinger, third 
vice-president; Ernest R. Park, 
fourth vice-president; Allen B. 
Draper, secretary-treasurer. 


Brown-Perkins Co. Starts 


SALEM, Mass.—Brown, Perkins 
Shoe Co. has started to make 
women’s novelty style shoes in the 
J. Brown factories on Canal Street, 
Salem. 

Jesse Brown, who was with J. 
Brown & sons, and Lyman G. Per- 
kins, who was with Gale Bros. as 
salesman, make up the firm. 

Mr. Perkins was recently in 
western markets, with new samples. 
The firm’s Boston office is in the 
Albany building, at 175 Lincoln 
Street. 


$1.90, $3.90 and $6.90. 


Charts Sale Shoes 


MILWAUKEE — Joseph A. Schu- 
macher, 117 Grand Avenue, is using 
a plan in advertising his clearance 
offerings which has proved very ef- 
fective in cleaning out odds and 
ends. Mr. Schumacher recently ad- 
vertised a miscellaneous assortment 
of shoes in three groups, priced 
Opposite 
each price was a chart of widths 
and sizes filled out with the num- 
ber of shoes in each size and width. 
So, if a customer’s foot was size 
51% AA, she would know that she 
would have five shoes to select from 
at $1.90, two pair at $3.90 and 12 
pair at $6.90. 

This plan works out successfully 
for the benefit of both customer and 
dealer as the time of neither is 
wasted by a search for a size which 
is not included in the sale. 


Brown Shoe Co. Makes Gain 
for June 


St. Louis.—T. Frank James, 
sales manager and vice-president of 
Brown Shoe Company, announced 
that a gain in shipments had been 
made during the month of June 
over the same period of a year ago. 
The gain was slightly over $80,000. 
Indications are that July will show 
an even greater bulge in sales over 
that of last year, it was stated. 


New Firm for Haverhill 


HAVERHILL.— A. Shapiro & Co., 
is the style name of a new firm now 
underway in the local industry. The 
firm is making women’s McKay shoes 
and is located in the factory former- 
ly that of the Stockbridge Shoe Co., 
Granite Street. The daily produc- 
tion is begun at 30 cases and will be 
increased as the season advances. 
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New front installed by Rowland’s Bootery, in Deland, Fla. 


Introduce Handbags 


MILWAUKEE—Hanan & Son has 
introduced a line of handbags for 
women in the section formerly de- 
voted solely to display of hosiery 
and an effort will be made during 
the coming season to promote in- 
terest in handbags of leathers to 
match shoes. 

“Women are paying more and 
more attention to the selection of 
accessories so that a department of 
this kind should prove successful,” 
stated the local manager. “During 
the fall months we are planning to 
show handbags of leathers which 
are also appearing in shoes. These 
will include the various reptiles as 
well as more staple varieties. The 
prices will be fairly high in range 
as we shall carry a high quality of 
merchandise. 

“Shoes and handbags are allied 
because both are made of leather 
and shoes and handbags are acces- 
sories which should match under 
present style indications.” 


Weinbrenner Sales Con- 
ference 


MILWAUKEE.—New samples for 
the coming season were viewed and 
discussed at a three-day sales con- 
ference of the Albert H. Wein- 
brenner Co., manufacturers of 
men’s work shoes, attended by 70 
salesmen drawn to the central 
office from all parts of the country. 
The conference was held for the 
purpose of acquainting the men 
with the fall line and to make plans 
for the fall and winter sales cam- 
paign. R. J. Diekelmann, sales man- 
ager, was in charge of the program. 


United Shoe Stores Hold 
Buying Meet 


HAVERHILL.—The semi-annual con- 
ference of the New England man- 
agers of the United Shoe Stores, Inc., 
was held at the corporation head- 
quarters here July 12, 13 and 14. 
The merchandise display covering 
all types of footwear from infants’ 
shoes to rubber boots, embraced over 
400 lines. The conferences were ad- 
dressed by Joseph A. Gaynor, treas- 
urer of the corporation and the mer- 
chandising display was in charge of 
William F, Reardon, buyer, this city. 

The feature of the buying was 
declared by the United Shoe Stores’ 
executives to be the marked enthusi- 
asm accorded the new lines and the 
wholesome retail conditions revealed 
throughout the trade. Haverhill 
shoes, it was reported, were bought 
in more than usual quantity, the city 
benefiting largely by the conference. 

The cities represented at the three- 
day conference were: Dover, Clare- 
mont, Portsmouth, and Manchester, 
N. H.; Waterville, Biddeford, San- 
ford, and Rumford, Me.; Springfield, 
Vt., and this city. 


Sell Factory Equipment 


BROCKTON.—Following absorption 
by the Whitman & Keith Shoe Co., 
Inc., of the Preston B. Keith Shoe 
Co. here, stock and equipment of 
the latter concern were sold at auc- 
tion last week, the goods being dis- 
posed of in lots to nearly fifty buy- 
ers. The sale, which occupied 
nearly three days, was conducted by 
Frank E. and William Watson of 
Haverhill. The Whitman & Keith 
Shoe Co., Inc., under the reorgani- 
zation, is doing a good business. 
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You'll “fall” for our 


2-S> FALL STYLES “<2 


Samples sent and returnable at our 
expense. $3 to $% Sellers. 
SAMUEL COHEN SHOE CO. 

72-82 Lincoln St. 











BALLET ot STOCK 


of the unusual 


Style B102 Blk. Gant 
Kid, Soft T 


sates S ~, brad He 4 
Misses’ 11 i 1.40 


SCHWARTZ 
Specialists in Ballet 
241 No. 1 11th Street - Philadelphia, Pa. 











IN STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 
$1.20 pe. 
Onilés’ 


$1.15 pr. 


BLOG SHOE CO. 
147 Decne Bt New Vouk it. Y. 





CEON WEIC™ 


LOUIS J. COBLENTZ. Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 








BETTER WINDOW CARDs 
A - * amonth Pi 


RECORDER SHOW CARD SERVICE 


180 W. Uadison St. -Chicago 
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illustrated 
price list of —T 
Comfort styles carried 

&@. K. Gardiner Co.» ‘Pittstela, a. 8B 





















DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St., 
New York City 














“ELAM” 
Flexible Turn Shoes 


Per the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y 


Boston Office, 183 Essex Street 











{oo “Sto” 


WILL BUILD A BIGGER, 

AND MORE DEPENDABLE 

CHILDREN’S BUSINESS, 
Write for Agency Plan 








‘Dr. APoswer, SHOES, tne. 4° “EET AROADIING, NEW YORK 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shue Catalogues and 
Shoe Booklets 


201 South Street Boston, Mase. 
Telephone, LiBerty 8673 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Ray Trenor Joins 





Ray Trenor 


Ray Trenor, for the past nine or 
ten years secretary and buyer of 
the Propst-Childress Shoe Com- 
pany, Roanoke, Va., has joined the 
sales staff of Strassburger-Stiles, 
Inc., Brooklyn manufacturers of 
fine turns and will cover the south- 
eastern territory for that concern. 

Mr. Trenor is enthusiastic about 
his new line. “I handled Strass- 
burger-Stiles shoes in my retail 
store for many years,” he said, 
“and I know I can do well with 
them as a wholesale proposition.” 
Mr. Trenor will make several towns 
in the territory heretofore not cov- 
ered by the concern. He expects to 
leave on his first trip some time 
the latter part of this month. He 
still retains his financial interest in 
the Propst-Childress Company in 
the Clark Shoe Company at Roan- 
oke. 

Mr. Trenor, together with Mau- 
rice Weiss, Frank Ghelin, Eric A. 
Anderson and Max Steinfeld, com- 
posing the Strassburger-Stiles sales 
organization, have been maintain- 


-ing sample rooms for visiting buy- 


ers in the Hotel Imperial, New 


York, all this month. 


Weston Joins Sturgis-Jones 


BROCKTON.—Louis B. Weston of 
this city, for thirty-five years in the 
employ of the Mawhinney Last Co., 
and the past four years with Mas- 
terson Bros., has accepted a posi- 
tion as last designer with the Stur- 
gis-Jones Last Co., and will begin 
his duties Aug. 1. 





Strassberger-Stiles 
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Rochester Stores Adopt 
Summer Closing 


ROCHESTER, N. Y.—During July 
and August Rochester shoe stores 
will be closed after 1 o’clock on 
Saturdays. For the past few years 
this schedule of summer hours has 
been in effect in most stores, but 
due to the fact that two or three 
of the men’s chain shoe stores re- 
mained open on Saturday afternoon 
several of the men’s apparel stores 
as well as exclusive men’s shoe 
stores did not close during the sum- 
mer months. This year a sched- 
ule of summer closing has been 
adopted by practically all down- 
town stores and a half holiday on 
Saturdays will be allowed during 
July and August. 





Rickard Cutting 3000 Pairs 
Daily 

HAVERHILL.—The Rickard Shoe 
Co., makers of women’s highgrade 
turns and welts have started cutting 
operations on the basis of 3000 pairs 
a day. A crew of 50 cutters is now 
active in the new model cutting room 
just completed at the Rickard No. 1 
factory, Essex Street. The cutting 
operations for both Rickard factories 
is now done under one roof in a 
model cutting room, which has just 
been provided. Ideal conditions 
prevail with respect to lay-out, light- 
ing, and movement of stock and 
patterns. 


Copper Lustre Patent 

PEABODY, Mass.—A. C. Lawrence 
Leather Co. is producing a new 
patent leather which has a copper 
lustre finish. The color is beauti- 
ful. 

This new leather is called 
“Abbo,” a title, which some readily 
guess is in honor of Phil Abbott, 
who has sold leather, at home and 
abroad, for the company during 
many years. 


*Super-Turns” Gain 
STONEHAM, MAss.—J. J. Grover’s 
Sons Co. are developing their 
“super-turns,” which, as may readi- 
ly be surmised, are superior turn 
shoes. 

The combination of a vamp lin- 
ing and doubler of extra quality, of 
strong shapely shanks and firm, 
snug heels, together with a few 
new points of shoemaking, yields a 
turn shoe that is extra firm, especi- 
ally in respect to shape holding. 
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Farsighted retailers forestall vain 
regrets by insisting on the use of 
A LPpHAWoOop HEEL Screws by the 
manufacturer. An important little 
detail that will safeguard your 
customer and help create goodwill 


\ 


‘ 
y 











Tuas illustration proves that the ordinary methods of 
attaching wood heels is unsatisfactory. The victim might 
escape serious injury, but you cannot escape. You have lost 
a customer. Why do you permit such occurrences when 
you can easily remedy this evil—by specifying ALPHA 
Woop Heex Screws? 


Women expect not only style and comfort in their foot- 
wear, but also security. They are not familiar with the 
shoe’s construction, but they have confidence in you. A 
loose heel will destroy that confidence. For your own pro- 
tection, as well as that of your customer, insist upon the 
use of ALPHA Woop Hee Screws in all your shoes. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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T°? be able to say “these shoes carry 
‘Cordo-Hyde’ shoe laces,” is a 
strong sales argument. 


*“Cordo-Hyde”’ shoe laces are unlike 
ordinary shoe laces. They attract keen 
interest and win customer favor. 


*“Cordo-Hyde”’ superiority is clearly 
apparent. The natural inference is that 
the shoe is a better shoe. 


It is easier to get a profit on shoes when 
put up to a purchaser impressively. 


On every order to your shoe manu- 
facturer add this—“Use ‘Cordo- 
Hyde’ laces in these _ shoes” 

















O. A. MILLER TREEING MACHINE CO. 


SHOE LACE DIVISION 
BROCKTON, MASS. 
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HIS is a photo of one of the 
series of style shows recently 
held by the International Shoe 
Co. during their semi-annual sales 
conference. The company’s 750 
salesmen representing the three 
branches: Roberts, Johnson & Rand, 
The Peters Shoe Co., and The Fried- 
man Shelby Shoe Co., were called to 
their home offices in two groups. 
The first group were in conference 
June 27, 28, 29; the second July 6, 
3 
In all, six style shows and ban- 
quets were held in the main dining 
room of the Statler Hotel. Eight 
young ladies and two children 
modeled over one hundred and forty 
new patterns devided among the 


a 


three branches. At each of these 
shows Ed. C. Hyde, style impresario 
of the International explained to the 
salesmen e.ch new pattern and the 
part it played in the new fall line. 
It is interesting to note that every 
new pattern presented at these shows 
has been placed in stock. 

An analysis of the new offerings 
shows straps predominating; tie 
effects are second and pump effects 
third. In materials, patents are first, 
patents with reptilian and smooth 
colored trimmings second; the new 
shades of colored kid and calf, both 
plain and trimmed with harmoniz- 
ing leathers take third place; and 
last comes the allover reptilian 
leathers. 
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International Holds Series of Style Shows 


Toes show little change, the 
medium-round being the most popu- 
lar. In heels the Louis effects are 
very strong, but the military is 
rapidly growing in favor, according 
to Ed. C. Hyde. 

A high light novelty was the cubist 
last with heels to match. This was 
shown in welts carrying a 14/8 heel 
and in McKays carrying a 17/8 heel. 
There was a good showing of brogue 
type oxfords with 11/8 heels. There 
was a strong play on a line of shoes 
especially designed for the growing 
girl trade, both in straps and pumps 
with 11/8 covered heels. The style 
and material treatment in all juve- 
nile patterns consistently followed 
the trends in the women’s styles. 








Sumptuous Napier Store to 
Open Soon 


MINNEAPOLIS.—An exclusive shoe 
shop for women in the most beauti- 
ful and artistic retail building in the 
northwest and one of the finest in 
the United States—a shoe shop 
where not a shoe will be in sight, 
where not even a fitting bench for 
the salespeople will be allowed, a 
shoe shop which will in fact be a 
magnificent French salon in 
lacquered red finish, with gorgeous 
panels, rich rugs, luxurious lounges 
and chairs—is about ready for occu- 
pancy in the new Elizabeth Quinlan 
building for the Napier booterie. 
The Young-Quinlan store for 
women’s wear, for which Miss 
Quinlan principally erected the 


building at Nicollet and Ninth 
Street, already has moved in. The 
finishing touches are being made on 
the booterie and it will be occupied 
in August. The front on Nicollet is 
of solid bronze, with show windows 
large enough to display only half a 
dozen pairs. 

A lobby done in marble will have 
the hosiery department. From there 
great wrought iron gates will lead 
into the salon. The stock will be in 
stack rooms adjoining. The great 
salon will be approximately 80 x 25 
feet. The most beautiful footwear 
obtainable will be fitted, the price 
range running practically to $50, 
with $12.50 the starter. 

O. W. Swanson will be installed 
as manager by Mr. Napier, who has 
stores in Omaha and is one of the 


principal retailers of the Laird- 
Schober line in the United States. 
The present location of the Booterie 
at Eighth and Nicollet will also be 
retained and there a line of ladies 
footwear with a price range of $6, 
$7.50 and up to $10 will be sold. 


Hamilton Acquires Emerson 
Los Angeles Store 


SAN FRANCISCO.—The Hamilton 
Shoe Company of this city has re- 
cently closed a deal, whereby they 
acquire the store of The Emerson 
Shoe Company, 105 W. Fifth Street, 
Los Angeles. The shop will be re- 
modeled into regular club style 
atmosphere and will feature widely 
varied lines of men’s medium priced 
footwear. 
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HE first annual outing of the 
Three Star Shoe Co. of New 
York, which was held at Colonial 
Inn, City Island, Sunday, July 11, 
proved to be such a big success 
that the heads and workers of this 
organization are planning to hold 
a similar affair next year. The 
crowd assembled at the factory at 
10 o’clock in the morning and jour- 
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neyed by bus up to City Island. 
The morning was spent in enjoyable 
games. At 1.30 a delectable dinner 
was served, which occupied the time 
up to 3 o’clock. A fine vaudeville 
performance, consisting of twelve 
Keith acts, was then put on for the 
amusement of the crowd. There 
was also a Charleston contest in 
which several of the employees par- 
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ticipated—the prize being four 
pairs of shoes made by Three Star. 
Dancing followed this, and during 
the evening refreshments were 
served. At 10 o’clock the affair 
wound up and the crowd journeyed 
back to New York by bus. 

Among those present were sev- 
eral large buyers from various 
parts of the country. 





Elaborate Plans for Brock- 
ton Style Show 


BrocktoN—Frank E. Packard, 
general chairman in charge of the 
Brockton Fair Style Show, an- 
nounces that that feature of the 
fair this year will be conducted 
from 4 p. m. until 8 p. m. During 
those four hours there will be a 
very active and complete program 
presenting fall styles for both 
men and women in a very attrac- 
tive manner. Not only will the 
Style Show present to the public 
the latest creations in footwear, but 
will show wearing apparel of all 
kinds for both sexes. Charles R. 
Storey, who has furnished women’s 
gowns and accessories in several 
years past, and William H. Scanlon, 
who has furnished men’s clothes 
and accessories, have been added 
to the active committee. 

Already considerable work is be- 
ing done at the Educational Build- 
ing at the Fair Grounds in prepara- 
tion for the style show. There will 
be attractive special features and 
some novelties, which will make the 
style show an entertainment in it- 
self worthy to attract to Brockton 
many thousands of people on each 
of the six days of the fair. Plenty 
of music will be introduced and 
there will be new dances originated 
and produced under the direction of 
Miss Mollie F. Hurley by the four 
Hurley dancers. 

Children’s Hour, which proved 
such a happy conception last year, 


will call for very clever work on 
the part of a large number of chil- 
dren from the Brockton and South 
Shore district. The Children’s 
Hour will be from 4 to 5 p. m. every 
day, leaving the three hours until 
closing time for the regular style 
show. Clothing for the children 
will be supplied by Mailman and 
Hanlon. 

The complete committee is as fol- 

lows: Frank E. Packard, general 
chairman; Hon. John S. Kent, pres- 
ident Brockton Shoe Manufactur- 
ers’ Association, honorable chair- 
man; William B. Nash, Style Show 
director; Miss Mollie F. Hurley, as- 
sistant Style Show director; George 
M. Rand, director of decorations; 
John S. Kent, Jr., charge of men’s 
shoes; Charles R. Storey of Storey 
& Company, in charge of women’s 
gowns and accessories; Frank M. 
Bump, secretary and treasurer; 
Frank E. Cobb, advisory, and- Wil- 
liam W. MacArthur, exhibits. 
- This committeee will be assisted 
by J. Frank Beal, who will have 
charge of the musical program, A. 
Scudder Moore in charge of electri- 
cal effects, Miss A. L. Glidden in 
an advisory capacity, and Miss 
Eileen C. Shaunessy, model super- 
visor. 


Cartons for Rubbers 
LYNN.—Hoague, Sprague Corpora- 
tion, makers of wood and paper 
boxes, are developing their new 





“Strong Box” among makers of rub- 
ber footwear. 


Sorenson Gives Up Minne- 
apolis Store 


MINNEAPOLIS.—The middle of the 
month saw the passing of another 
old pioneer from the shoe retail busi- 
ness in Minneapolis, S. T. Sorenson. 
For more than a quarter of a cen- 
tury, the Sorenson retail shoe store 
had been one of the leading business 
places on Nicollet Avenue. Some- 
thing over a year ago, Mr. Sorenson 
purchased the Medical block, one of 
the fine business buildings on Nicol- 
let up a short distance from Sixth 
Street, the retail heart of the city. 
He moved his store there and re- 
opened under the name of the Tuvey 
Booterie, with A. L. Jackson as 
manager. After 27 years in the 
retail business in St. Paul, Minne- 
apolis and Duluth, Mr. Sorenson has 
been looking toward retirement. He 
disposed of his Duluth stock last 
winter. This summer the Minne- 
apolis store has been conducting a 
closing out sale, with a tremendous 
big bargain drive the last few weeks 
and on July 17 Mr. Sorenson write 
finis to his long years of business 
here. He now will concentrate his 
energies on what has been his prin- 
cipal store, that in St. Paul. Mr. 
Jackson is understood to have nego- 
tiations about completed for open- 
ing a booterie with a high class of 
women’s footwear in the upper 
Nicollet district. 
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CHANGES IN BUSINESS | 


ANAHEIM, CAL.—Beissel, Newcomb 
& Gilbert, shoes, reported sold out. 
CaLexico, CaAL.—D. Simon (216 Sec- 
ond Street), shoes, etc., reported sold 
out to Zuckerman & Co., Inc. 
HUNTINGTON Park, CAL.—L. M. 
Ormsby (115 E. Florence St.), shoes, 
reported sold out to Victor Coliva. 
CHIcaGo, ILL.—Olsen & Erhart (O. 
& E. Bootery) (3548 N. Cicero Ave.), 
shoes, dissolved partnership; succeeded 
by John Olsen. : 
CLINTON, Itt.—Edgar G. Miller, 
shoes, succeeded by Wyatt Halcom. 
Forest PARK, ILL.—David Krieserg, 
shoes, succeeded by Krieserg & Gaiber. 
WILSON, Inu.—Frank W. Wilson & 
Co., shoes, ete., sold out to F. H. Wil- 
liams. 
Boston. — Converse & Co., leather, 
reported retiring. , 
Fanny G. Miller (wife of David H), 


leather, filed married woman’s certi 


cate. 

H. Scheft Co., shoes, incorporated 
with authorized capital of $50,000. 

HAVERHILL, Mass.—Kesber Shoe Co., 
shoe manufacturers, Messrs. Keslin 
and Brenner retire. 

Beautiful Shoes, Inc., shoe manu- 
facturers, incorporated with authorized 
capital of $25,000. 

Mode! Shoe Co., Inc., shoe manufac- 
turers, incorporated with authorized 
capital of $50,000. 

BRocKkTon, Mass.—Keith & Floyd 
Co., box toe and counter manufactur- 
ers, Eugene B. Floyd reported retires. 

LYNN, Mass.— Women’s Novelty 
Shoe Mfg. Co., shoe manufacturers, 
incorporated with authorized capital 
of $75,000. 

MALDEN, Mass.— Gregory & Read 
Wood Heel Co., wood heel manufactur- 
ers, incorporated with authorized cap- 
ital of $100,000. I 

WorcesTER, Mass.—Bay State Slip- 
per Mfg. Co., Inc., slipper manufactur- 
ers, incorporated with authorized cap- 
ital of $50,000. , 

Sacinaw, MicH.— Abe Dembinsky 
(“Rival Shoe Store”), shoes, etc., sold 
out to Economy Shoe Store. 

St. Louis, Mo.—Independent Shoe 
Manufacturers, shoes, etc., incorpor- 
ated with authorized capital of $2,000. 

BRooKLYN, N. Y.—F. J. & J. Shoe 
Corporation, incorporated with author- 
ized capital of $10,000. 

Fox & Walkowitz (Fox’s Shoes) 
(1232 A Fulton St.), shoes, dissolved 
—— succeeded by Herman W. 

alkowitz. 

Jacobs & Mangiardi Co., shoe manu- 
facturers, incorporated with authorized 
capital of $10,000. 

icco Shoe Co., shoe manufacturers, 
incorporated with authorized capital of 


,000. 

New York Ciry.—May & Leavitt 
Shoe Corp., shoes, incorporated with 
authorized capital of $3,000. 

Mingel Green Shoe Co., shoe manu- 
facturers, incorporated with authorized 
capital of $10,000. 

rank Arbou (1753 University 
Ave.), shoe repairing, reported selling 
or sold out. 

Nathan Kaplan (Nat’s Bootery) 
(1436 Third Ave.), shoes, reported sold 
out to Max Schonberger. 





ScHWENKVILLE, PA.—Herman Beck- 
er, shoes, etc., reported sold out to 
W. J. Cuddy. 

PHILADELPHIA, Pa. — Robert Atkins 
(3167 Kensington Ave.), shoes, re- 
ported discontinued business. 

JACKSON, TENN.—Stegall Shoe Co., 
shoes, etc., succeeded by Frank Bond 
Shoe Co. 

WENATCHEE, WASH.—B. Z. Williams, 
shoes, etc., succeeded by Pipkin Taylor 


La Crosse, Wis.—Arenz Shoe Co., 
shoes, incorporated with authorized 
capital of $75,000. 


Business Reverses 


PINE BLurr, ARK.—Cinderella Shoe 
Co., Inc., shoes, reported petitioned into 
bankruptcy. 

EVENING SHADE, ARK.—W. A. Ed- 
wards, shoes, etc., reported petitioned 
into re. 

HarRTFORD, CONN.— Nathan Ruben- 
stein (205 State Street), shoes, etc., 
reported offering to compromise at 15 


Itt. — Waukegan Bar- 
gain House (Joseph Zellechower, prop.) , 
shoes, etc., reported assigned. 

Fort WAYNE, IND.—Lorraine Boot- 
ery, Inc., reported offering to compro- 
mise at 15 per cent. 

BALTIMORE, Mp.—Eichengreen & Co. 
(29 S. Hanover St.), wholesale shoes, 
reported petitioned into bankruptcy. 

EW BEDFORD, MAss.—Solomon Bern- 
stein (1674 Acushnet Ave.), shoes, re- 
ported petitioned into bankruptcy. 

Fercus Fats, MInn.—A. O. Stoa, 
shoes, reported petitioned into bank- 
ruptcy. 

Kansas City, Mo.—H. Rudnick & 
Son (510 Walnut St.), shoes, etc., re- 
ported petitioned into bankruptcy. 

BROOKLYN, N. Y.—Adelphi Shoe 
Mfg. Co. (141 Atlantic Ave.), shoe 
manufacturers, reported petitioned into 
bankruptcy. 

Harry I. Einson (1095 Liberty Ave.), 
shoes, reported meeting of creditors 
called for July 16, last. 

Harry Schechter (411 Bushwick 
Ave.), shoes, reported petitioned into 
bankruptcy. Reported receiver ap- 
pointed. 

Kay-field Shoe Co., Inc. (37 Myrtle 
Ave.), shoes, reported meeting of cred- 
itors was scheduled. 

New York Criry.—Nicola Gebbia 
(1165 Second Ave.), leather and find- 
ings, reported compromise offer of 
50 per cent cash accepted. 

YOUNGSTOWN, OHIO.— Max Farber 
(“Boston Store”), shoes, etc., reported 
petitioned into bankruptcy. Reported 
receiver appointed. 

CLEVELAND, OHIO. — Jacob Birnbach 
(8429 Broadway), shoes, reported peti- 
tioned into bankruptcy. 

RITTMAN, OnI0. — Kauffman & Uhl, 
shoes, etc., reported petitioned into 
bankruptcy. 

PHILADELPHIA, Pa.—Jacob Goldstein 
(1828 E. Passyunk Ave.), shoes, re- 
po receiver appointed. Reported 
offering to compromise at 50 per cent 
—25 per cent cash and 25 per cent 
notes. Revorted receiver appointed. 

Rock Hiuu, S. C.—R. W. Crawford 
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Co., shoes, etc., reported petitioned into 
bankruptcy. 
BARNWELL, S. C.—R. W. Falkenstein, 
shoes, etc., reported receiver appointed. 
WEstT ALLIS, Wis.—Herman Rudolph, 
shoes, etc., reported petitioned into 
bankruptcy. 


A Delightful Purchasing 


Party 

Gary, W. Va.—On July 8 and 9, 
the semi-annual purchasing event of 
the United Supply Company, with 
headquarters at Gary, W. Va., took 
place. The United Supply Company 
is a subsidiary of the United States 
Steel Corporation and conducts eight 
big general stores in the rapidly de- 
veloping mountain mining towns of 
Wilcoe, Thorpe, Ream, Filbert, El- 
bert, Venus, and Gary, W. Va., and 
at Lynch, Ky., about 180 miles dis- 
tant. In these stores are sold every 
article of merchandise which the 
miners could possibly desire—from 
pins to electric refrigerators. 

The crowning event of the affair 
was a delightful lawn party, given 
by General Superintendent Claude 
Boughner and his associates, at the 
farm of R. C. Hendrickson and wife, 
near Blackwolf, W. Va., in honor of 
the visiting representatives of manu- 
facturers. Here is the line-up: 

Messrs. Yater and Brockmeyer, 
McElroy-Sloan Shoe Co.; Donald 
Brien, Commonwealth Shoe and 
Leather Co.; Mr. McConnell, Endi- 
cott-Johnson Corp.; John P. Clark, 
Thomas G. Plant Co.; Mr. Gardner 
and Mr. Lunar, Miller, Gardner Co.; 
Mr. Easly, Burson Cap Co.; G. A. 
Swan and W. L. Justi, Rice & Hutch- 
ins, Inc. 

The following is the list of the 
buyers present: P. G. McBride, Wil- 
coe Store; C. H. Fritz, Filbert Store; 
R. H. Moore, Gary Store; F. L. 
Hodges, Thorpe Store; W. C. Bur- 
ton, Ream Store; W. E. Speilman, 
Elbert Store; T. R. Parker, Venus 
Store; Dr. J. G. McIndoe, Gary 
Drug Store; Claude Boughner, gen- 
eral superintendent of Gary, W. Va. 

From Lynch, Ky., came John C. 
Howard, manager; C. F. Kirby, and 
Mr. Killion, the members of the of- 
fice organization. In the party were 
G. C. Sledge, chief clerk; C. E. Mc- 
New, traveling auditor; J. S. LaRue, 
D. S. White, Theodore Cannaday and 
S. M. Bingham. 

G. A. Swan, representing Rice & 
Hutchins, Inc., “the author of this 
news, who has represented Rice & 
Hutchins, Inc., for nearly 38 years, 
was the guest of General Superin- 
tendent Claude Boughner and wife, 
during this, his first visit to Gary, 
but Mr. Swan states that he knew 
Mr. Boughner back in 1892, 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


yy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














WANTED 


Hustling salesman not over 40 years of age with established business in following territory. Florida—Georgia—North 
and South Carolina—Southern half of Virginia—Washington, D. C. by The Julian & Kokenge Company, Cincinnati, O. 


Applications will be kept strictly confidential. 














SALESMEN WANTED 


with established territories to sell 
complete line ladies’ medium priced 
snappy novelties. Carried in stock. 
Strictly commission basis. Lib. 
eral terms. Must be a producer. 
States open, Georgia, Kentucky, 
Arizona, New Mexico, Michigan, 
Wisconsin, North Dakota, South 
Dakota. 

Address C-244, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 


NOVELTY LINE 


Salesmen with established trade 
wanted to carry up to the minute 
line of ladies’ popular priced nov- 
elties in stock on commission basis. 
Wonderful line for men who know 
the trade. Following territories 
open—southern Ohio and Indiana, 
Kentucky, Tennessee, Texas, Ala- 
bama and Arkansas. 

Address C-245, care Boot and 


Shoe Recorder, 207 South Street, 
Beston, Mass. 


High Grade capable sales- 
man wanted to sell line of 
young men’s snappy style 
shoes in both kip and calf 
selling at $2.85 to $3.85, 
made in Milwaukee. Sev- 
eral desirable territories 
open on straight commis- 
sion basis. Write or wire 
The Bob Smart Shoe Com- 
pany, Milwaukee, Wis. 

















Salesmen Wanted 


Live salesman with an established 
trade in the South to carry a short 
side line of women’s fast selling 
sport oxfords, commission basis. 
All territory south of Washington 
and east of the river is available 
to the right man. 

Address C-242, care Boot and 


Shoe Recorder, 207 South Street, 
Boston, Mass. 








THE BOARDMAN SHOE COMPANY has 
openings in Middle West and the South for 
experienced salesmen, with established trade, 
to sell women’s novelties and staples in stock, 
on straight commission. Give full details and 
references in first letter. Address 564 
Atlantic Avenue, Boston, Mass. 











- In-Stock proposition. 








ALESMEN wanted to -— as a side line 
our Soft Soles, Flexible Turns and Baby 
Welts, in Ohio, Michigan, Illinois, Indiana, 
North Dakota and Rocky Mountain States. 
Snappy Fall samples 
now ready for salesmen who can show results. 
Liberal commissions. Give references and full 
particulars in letter of application. H. H. 
Freeland, Inc., Rochester, d 











WANTED—Live wire salesman with estab- 
lished trade to represent us on a strictly 
commission basis in Alabama, Arkansas, In- 
diana, Iowa, Kansas, Kentucky, Louisiana, 
Illinois, Mississippi, North and South Dakota. 
Line consists. of fast selling women’s novelty 
McKays priced at $3.35 to $4.50. Applicants 
must be in a position to finance themselves 
and cover territory in a car. References must 
accompany application, otherwise will not be 
considered. Siru-STILES INC., 1330 Wash- 
ington Ave., St. Louis, Mo. 





SALESMAN for Wisconsin. Travel by auto. 
Stitchdowns, McKays, Leggins. State terri- 
tory you are covering. Hagerstown Shoe & 
Legging Company, Hagerstown, Maryland. 


WANTED —Salesmen to carry our side line 
of Infants’ shoes consisting of Soft Soles 
and the intermediate “Self Starter.”” Sixty 
stock shoes. 10 per cent commission. Good 
territory open. C. H. Hawkes & Son, Roches- 
ter, 





PPORTUNITY to connect with a manu- 

facturer of high grade popular-priced in- 
fants’, child’s and misses’ turns and welts on 
commission. We increased our capacity there- 
fore adding salesmen with established trade in 
the following territories: Southern Ohio and 
Indiana, No. 2 Michigan, No. 3 Illinois, also 
further West. If you are a producer we will 
offer you a proposition that wi!l develop to 
a Mey income. Send written application with 
complete details in confidence to Jaindl & 
Trinkle Shoe Co., Allentown, Pa. 


WANTED—Shoe Salesman to carry our spats 
and shoe novelties as a side line. Give 
all references in your first letter. Ideal Még. 
Co., 4248 No. Crawford Ave., Chicago, III. 


MANUFACTURER'S in-stock proposition 

on boys’ and girls’ McKays and Flexible 
Welts requiries salesmen in Washington, 
Oregon, Arizona, New Mexico, Nevada, Utah, 
Colorado, Nebraska, Kansas, Southern Illinois, 
Missouri, Iowa, Mississippi. Non-conflicting 
side-line or whole time. Liberal commission. 
Hustlers with established trade can put this 
over big. Give references, qualifications and 
experience in first letter. Complete line now 
ready for Fall. A. W. Smith Shoe Company, 
111 Beach St., Boston, Mass. 


WANTED SALESMEN for lowest priced in- 

fants’, children’s, misses’, boys’ and 
women’s shoes in stock. Territory open: New 
York, .Bronx, Westchester County, State of 
New York, Eastern and Western Pennsylvania, 
Ohio and Texas. Salary and commission. 
Write giving full experience, territory desired. 
All replies treated confidentially. Only reliable 
men with good references need apply. Address 
C-240, care Boot and Shoe Recorder, 9th Floor, 
239 W. 39th St., New York. 


SALESMAN for Greater New York Territory 

" will find our line of infants’ and children’s 
high grade shoes very profitable, if a plugger. 
Must have following. State experience. Ad- 
dress C-241, care Boot and Shoe Recorder, 9th 
Floor, 239 W. 39th St., New York. 














ARE you interested in an up-to-date line of 

* Children’s and Misses’ Turn Shoes? Splen- 
did opportunity for high grade shoe salesman. 
References with application. Address C-243, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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FOR RENT 





SALESMEN WANTED to sell side line all 
leather first steps 1/5 and_ stitchdowns 
2/11; novelty, popular-priced quality shoes, all 
in stock, 7 per cent commission. MAIZE 
SHOS oo 420 St. Paul St., Roches- 
ter, . . 


POSITION WANTED 











POSITION wanted by“a shoeman, fair sales- 
man, not a money-grabber. Single, middle 
aged. Am unemployed. Am a Catholic. Look- 
ing for congenial surroundings and a gentile 
employer. Salary no object. C. Blanchet, 
Boise Hotel, Market St., Shreveport, La. 


DEPARTMENT Manager or Buyer, nine 
years’ experience general shoe lines, wants 
position Chicago district. Address C-238, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 


YOUNG Man, 26, single, desires position with 
manufacturer or wholesaler to become sales- 
man, 8 years’ experience in retail shoe store. 
Can give unquestionable proof of ability and 
honesty. Have car and am financially respons- 
ible. Prefer New England States. Address 
C-239, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
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Light, Commodious Office 
for One or Two Lines 


A modern office and salesroom, handily located in center of New York City 
An unusual opportunity for one line or two competing lines. 
C-237, Care Boot and Shoe Recorder 

239 West 39th Street, 9th Floor, New York, N. Y. 
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WELL established location for a distribut- 

ing point for shoes or any other merchan- 
dise line at Las Vegas, New Mexico. Terri- 
tory: Colorado, Texas, Arizona and New 
Mexico. Modern building and equipment for 
rent or sale. Overhead small. Business estab- 
lished since 1894. For further information, 
write APPEL BROS., Las Vegas, N. M 








HELP WANTED 


ANTED—Lewis G. Freeman Block Planer. 
Truitt Brothers, Inc., Binghamton, N. Y. 








MERCHANDISE and sales manager wanted 
for shoe department of a large southern 
store. One capable of doing a large volume. 
Apply by letter or person to City Stores Co., 
114 W. 38th St., New York City, N. Y. 








LINE WANTED 


O RENT—Shoe department for ladies’ and 
children. Providence, . Best location 
in city. Most prominent retail corner. On 
commission basis. For full details apply to 
Walter E. Bedell, 200 Fifth Ave., New York 


City, N 








FOR SALE 


HOE Stock for sale—1000 pairs Women’s 

Patent, Dull Grey Sandals, Satins, Patent 
and White Kid, low heels, at 75c. per pair. 
Shane Shoe Co., 429 Grand Ave., Milwaukee, 
Wis. 








RESIDENT SHOE SALESMAN with good 
following, wishes popular-priced line for the 
state of South (Carolina. eferences on re- 
quest. Write to, D. HYDEN, Box 1012, 
Columbia, S. C. 


WANTED a specialty line of ladies novelties 
to retail at five dollars, for Florida, also 
a line of men’s shoes. Have established trade. 


Box 695, Tampa, Florida. 











MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


Ne. 141 


write tr THE CHICAGO 
WIRE CHAIR CO. 


and Prices 
621 N. La Selle Street, Chicage, il. 








IDEAL ROLLING 
LADDERS 


25% Cheaper 








MISCELLANEOUS 








MISCELLANEOUS 


—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE Co. 
47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” 











H-W shoe store chairs give 
the utmost customer 
comfort in smallest space. 
Consult our store seating 
experts, without charge. 


eywood “ff Gikefield : 


REG OFF. + 


Baltimore, Maryland Les Angeles, Calif. 
New York, N. Y. 
Philadelphia, Pa. 
Portland, Oregen 























Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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TRACE MARK REG. U. GS. PAT. OFFICE ad 


Chrome leather sole, wedge 
heel, light counter. 


No. 3251—Tan Elk: oe 
Infants’ 2-6 
Child’s 5%-8 $1.90. 
8%-11 $2.00. In-Stock. 
Bend for Catalog. 


Berkshires are genuine hand-sewed moccasins, 
terials, for lative custom. 


BERKSHIRE Crvtstoo Holliston, Mass. 


Pacifio Coast Office, 2015 Shattuck Ave., Berkeley, Cal. 
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$1.80. 
Chlid’s 


expertly made, of best 
grope in the 








GROPING IN THE DARK 


Time was when the purchase of 
a “blind groping in 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. — buyers no longer find it necessary to 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 











advertising space was 


the dark.” Advertisers had no 


organization is able to 














MISCELLANEOUS 


WANTED TO PURCHASE 








BUCKLES. NOVELTY MATERIALS 
BROCADES 


For the most 
Exclusive 
Custom 


“AIGLON” 
Shoe Trees 
Patented 


Genuine 
Lizard 


GOLD auu ssatVER KID SHOES 
renewed by AIGLON SHOE CREAM 


50c. 
8. APRILE—IMPORTER 
61 West 50th St. - New York 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. Quantities 
no object. Retail or wholesale. Short 
term leases taken off your hands. 
Wire or phone us. Correspondence 
confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry Dock 0352 








CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We ll send a repre- 
sentative to investigate and make 
offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Canal 6940-6941-6942-6943 











WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 














ATTRACTIVE 
SHOE CARTONS 


AND 


LABELS 


for the exc Thad eda lelominrys {| 


PRICE-SERVICE-OUALITY 
THAT SATISFY 


ees 0 Ces emma 


27's LEXINGTON AVE 
BR GOnLYN ~ 
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Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 














CASH PAID 


for entire shoe stocks or surplus stocks 

of shoes or other merchandise. Any 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO.., Inc. 

622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








Information for 
Shoe Merchants 


The advertising pages of 
the Boot and Shoe Recorder 
constitute an almost inexhaus- 
tible source of information as 
to where and what to buy. 
They are worthy of your clos- 
est attention. 











Thayer McNeil to Hold 
Outing 


BosTon.—The Thayer McNeil As- 
sociates will have their annual picnic 
on Aug. 7 at Pemberton. Leaving 
The Hub on the 9:15 a. m. boat, a 
program of sports will take place, 
with “Bud” Terrio, store salesman, 
a former Dartmouth College man, in 
charge of land sports, and Robert 
and Charles Long in charge of water 
sports. Vincent O’Connor, salesman, 
a “professional” in amateur the- 
atricals, will entertain. There will 
be prizes for the various sports. 
Dinner will be served at Pemberton 
Inn. C. W. Pollock, store superin- 
tendent, is in charge of arrange- 
ments. 


F. E. Leavitt Liquidating 


HAVERHILL.—The F. E. Leavitt & 
Co., long established makers of 
misses’ and children’s shoes in the 
local industry, are now liquidating 
their business, the members of the 
firm to go into retirement. The 
business is widely known and its 
passage from active affiliation with 
the industry constitutes a great loss. 
The members of the firm are Forrest 
E. Leavitt and Fred W. Woodman, 
both of this city. The business was 
for many years located on Essex 
Street in one of the Burgess-Lang 
cement factories, but for the past 
five years has been conducted in the 
Austin E. Perry factory, River 
Street. 


Siegel’s Opens New Store 


BosTon.—Siegel’s, which recently 
conducted a shoe department at 
Kornfeld’s women’s specialties de- 
partment store on Summer Street, 
has moved into an attractive small 
shoe shop at 98 Summer Street. 
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BUSINESS 


IT DOES EVERYTHING BUT FIT SHOES 
THE RECORDER STOCK RECORD 





The New RECORDER Stock Record 
Book does everything but fit shoes on 
the fitting stool. 


Keeps a complete and accurate record 
of what is on order, shoes sold and shoes 
still in stock. 


A perpetual inventory of every pair of 
shoes at cost and retail price. 


Eliminates mistakes in both the buying 
and selling. 


Gives a complete check at all times of 
the amount of stock. Controls buying 
and prevents overstocking. 


Mailed complete with full instructions 
for use for $4.50 which covers mailing 
costs. 


WESTERN SERVICE DEPARTMENT 


BOOT AND SHOE RECORDER 


189 WEST MADISON STREET, CHICAGO, ILL. 
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ESCOTT SOLES 














Identify 
Quality Sport Shoes 


Wescorr Sotzs satisfy every demand of the sports- 
man—they are light, comfortable, and durable. Their 
exceptional tensile strength prevents spreading, while 
their wrinkled surface gives them unusual traction. 
They are waterproof, and possess that pleasant resil- 
ience so essential to active feet. In addition to these 
features, the Wescott Sote beautifies the shoe. 


Leading manufacturers of quality sport shoes have 
approved and adopted the Wescott Sore, because 
of its many practical advantages. The retailer can 
safely stock up with shoes equipped with Wescott 
Sores, for a national advertising program has ac- 
quainted his customers with the merits of these soles. 


The universal interest in outdoor sports of all kinds, 
this year, means an increased demand for sport shoes 
equipped with Wescott So tes. Satisfy this demand. 


One of a series of advertisements now appearing 
in Vanity Fair, Spur, Town @ Country, Theatre, 
American Golfer, Golf Illustrated, and Life, CEAC 


United Shoe Machinery Corporation 
Selling Agents 


205 Lincoin STREET, Boston, MASSACHUSETTS 








When writing to advertisers please mention Boot anp SHOE ReEcorvER 
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We Want to Hear from Ohio 





The Following Cities Are Open for Exclusive Use of the Recorder Show Card 
Service. Is Your City Here? 





E. Liverpool Marietta Sidney 
E. Palestine Marion Springfield 
E. Youngstown St. Bernard 
Elyria Ee 

i ‘oledo 
Findlay 
Fostoria Troy 
Freemont Nelsonville Uhrichsville 
Gatien “ N. Philadelphia Urbana 

po . Straitsville 

Girard Niles Van Wert 
ag ema od Wapakoneta 
ronton 


Kenmore Painesville 
ent iqua 
Kenton Portsmouth 


La 
— Ravenna 


Logan 

; Salem 
Lorain Sendushy 
Mansfield Shelby 


SEND ME IN TODAY WHAT THE SERVICE IS 


FOR LARGER WINDOWS 


$300 PER MONTH $ 400 





COUPON 


Recorder Show Card Service, Beautiful 50 fas. Reautit and ned lan 
M 7 L H Desi Blank 

Room 607, 189 West Madison 8t., Frames, Each Month Tickets t 1 2 cara Card Inserts 100 F<. Price 

Chicago, in. aig Monthly 

Please enter our order for the RBOO) a and the 

SHOW ©. and the 


Recorder Monthly Merchandising Bulletin 
$30.00 Per Year if Paid in Advance Recorder Monthly Merchandising Bulletin 
$45.60 if Paid in Advance 


We carry Men’s, Women’s and Children’s 
Shoes and Hosiery. 
(Cross out lines not carried). 


We prefer the (Grey) (Bronse) Mat ORDER NOW! 


board f 
or 


Sarees The Recorder Show Card Service 
Room 607, 189 W. Madison St. 
CHICAGO ILLINOIS 

ot —@i Just Mail the Coupon 
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